Che feed 


F IVE years of life, five 
years of progress. Five 
years during which we have 
sincerely tried to be of 
unselfish service to the feed 
industry. Appreciating the 
confidence of our friends, 
we pledge an even greater 
measure of devotion and 
service in the years to come. 
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Note remarkable size and uniformity of these nine weeks old cockerels. 


Another leading poultry farm finds WISCONSIN MASHES best. Ubbelohde Bros., 
of Glenbeulah, Wis., operate one of the most modern and successful farms in 
eastern Wisconsin. Their experience qualifies them to speak with authority on 
the subject of poultry feeding. 


Northern Milling Co., 
Wausau, Wis. 
Gentlemen: 


Until this spring we have mixed our own chick mash. This 
season we are using WISCONSIN STARTER and GROWING 
MASHES and we are raising bigger and better birds in less time 
than ever before. 

Yours very truly, 


Ubbelohde Bros. 
June 23, 1930 by Paul Ubbelohde 


MADE BY THE MILLERS OF THE WISCONSIN LINE 


NorTHERN MILLING Co. 


WAUSAU, WISCONSIN 


Part of buildings on Ubbelohde poultry farm, showing well-developed flock of pullets at nine weeks of age. 
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No Molasses Mixing Troubles 
with this Proved Machine 


HERE’S the equipment that 
gives you the one best way era 
to make molasses feeds—the 


STRONG - SCOTT 
Unit Molasses 
Feed Mixer 


Molasses is applied by the 
proved, patented Strong- 
Scott Molasses Regulator. 
It does away with meters, 
pumps, valves and gauges. 
Flow of molasses is regulat- 
ed to remain constantly in 
correct proportion to flow of 
feed which is fed by the 
Draver Feeder. 


The agitator-mixer operates at 1200 R. P. M. and thoroughly 
mixes the molasses and feed. A manifold divides the stream 
into four small jets. The supply tank has a heating element 
to soften stiff molasses in cold weather. 


Users are obtaining the utmost satisfaction from this ma- 
chine, as well as additional profits derived from this popular 
feed. Complete information promptly sent upon request. 
Write today. 


W. C. Stephan, Representative, Box 85, Eau Claire, Wis. 


Fverything Jor Every Mill and Elevator 
‘She Strong-Scott Co. 


Minneapolis Minn. Great Falls Mont. 


In Canada: The Strong-Scott Mfg.Co.Ltd.Winnipeg StoT 
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ARE UP 


OVER LAST YEAR 


OTAL purchases of FOS-FOR-US by mill- 
Te: and feed manufacturers are up 
20% above last year. Users of FOS-FOR-US 
are increasing their sales of feeds and 
mashes. 


Is that your experience? If it isn’t, would 
you liketohave the facts about FOS-FOR-US? 


Would you like to know what results stock- 
men, dairymen and poultry raisers report, 
using feeds mineralized with FOS-FOR-US? 


Results — in quicker gains of meat, longer 
milk flow, better eggs, and lower feeding 
costs—bring customers back for repeat 
sales. 


Feed manufacturers look behind results in 


the field to the quality and purity of 
FOS-FOR-US. They see (as the Illinois Ex- 


periment Station says) 
“calcium and phos- 
phorus in the correct 
proportion and in 
favorable amount.” 
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They see uniformity, all shipments running 
the same analysis. 


And they see a clear $10 per ton saving, 
with lower mixing costs, lower handling 
costs, and a complete absence of spoilage 
and waste." 


Maybe that will help you understand why 
over four hundred feed manufacturers 
adopted FOS-FOR-US as standard last year. 
There may be one or two points about 
FOS-FOR-US that you don’t understand. 


Whatever the reason you have not yet 
investigated FOS-FOR-US, write us. We feel 
sure that once you know about this com- 
plete mineral supple- 
ment you will use it. 
Send for the Miller's 
Brief. It will tell you 
what you wantto know. 


GRICULTURAL (ORPORATION 


MANUFACTURER 


INTERNATIONAL AGRICULTURAL CORPORATION 
61 Broadway, Dept. 18. New York City 


OF GRADE 


Millers of the Nation have read this 
Brief. Send for your copy today. 
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Full of Firecrackers, Fun and 
(last year) Feed Business. 
Too many businesses are like 
skyrockets-—way up in the 
air for a short time and then | & 
—nothing. 


Build your business soundly 
—from a solid foundation— 


make the Arcady line a part 


of it—and you will keep on 


skyrocketing to new, higher Ae 
and better records each year. | MILLING COMPANY 


CHICAGO, ILLINOIS 
KANSAS CITY, MISSOURI 
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Central Dealers Adopt Trade Code 
Accept Associate Members 


Business Year Is Changed to Extend from June to May 
Board of Directors Now Includes All Past Presidents 


USINESS occupied a good share 

of the program at the Central Re- 

tail Feed association convention 
held at the Schroeder hote!, Milwaukee, 
June 16 and 17. 

Following a thorough discussion at 
a special session limited to retail feed 
dealers, the association adopted a code 
of ethics, voted several changes in the 
constitution of the organization and 
protested against the practice of selling 
fertilizer through farm agents. 

Code of Ethics Adopted 

The code, containing nine rules, for- 
mulated to improve the trade practices 
of the retail feed industry, to place it 
on a more sound basis, and to provide 
for better service to the consumer and 
a more economical distribution of feeds, 
was drafted by a committee appointed 
by the executive board of the associa- 
tion. Rudy Opsal, the Haertel Co., 
Minneapolis, was chairman. He pre- 
sented the code and directed the dis- 
cussions. Other members of the com- 
mittee were David K. Steenbergh, sec- 
retary of the association, and L. J. 
Hartzheim, president. 

The code of ethics ay adopted by the 
association for the guidance of its mem- 
bers, is as follows: 
Rule I. FRAUD 

SENTATION. 
Resolved: That no dealer shall know- 
ingly sell, or offer for sale any product 
with, intent to deceive customer or pro- 
spective customers, as to quality, quan- 
tity, substance or weight of such pro- 
duct. 

Rule II. DEFAMATION OF COM- 

PETTIPOR. 

The defamation of a competitor by 
words, or acts, imputing to him dis- 
honorable conduct, inability to perform 
contracts, or questionable credit rating, 
or the false disparagement of the grade 
or quality of his goods is an unfair 
trade practice. 

Rule III. PRICE DISCRIMINA- 

TION. 


AND MISREPRE- 


Unfair competition is created by grant- 
ing certain purchasers lower prices, 
other than on account of differences in 
grade, quality, quantity, cost of sell- 
ing or: transportation, or made in good 


faith to meet competition. 

Rule IV. INDUCING BREACH OF 
CONTRACT. 

Inducing or attempting to induce the 

breach of a contract between a competi- 

tor and his customer during the term 

of such contract is an unfair method of 

competition. 

Rule V. SELLING BELOW 
PLACEMENT COST. 

The selling of feeds below replacement 

cost for the purpose of injuring a com- 

petitor and with the effect of lessening 

competition is an unfain trade practice. 

Rule VI. TRUCKING. 

Providing truck service without ade- 

quate charge is an unfair trade practice. 

Rule VII. GRINDING AND MIX- 


RE- 


A nominal or insufficient charge for 
custom grinding or custom mixing—the 
charge for which is not ample to cover 
actual cost of labor, power and deprecia- 
tion and a fair return on the invest- 
ment, is an unfair trade practice. 
Rule VIII. BAG ALLOWANCE. 
Allowing an excessive amount for used 
bags or the acceptance or torn and un- 
usable bags is an unfair trade practice. 
Rule IX. CREDIT. 
The unreasonable extension of credit in- 
volves an indirect and unnecessary tax 
on cash and prompt-pay customers and 
is an unfair trade practice. 

Accept Associate Members 

Several changes in the constitution 
and by-laws ofi the association were 
voted at the convention. Associate 
members will now be admitted into the 
organization in accordance with a new 
section added to Article 3, which makes 
wholesale distributors and manufactur- 
ers both of feed, flour and allied pro- 
ducts eligible. 

As a result of an amendment made 
to Article V, Section 1 of the consti- 
tution all living past presidents of the 
association hereafter will automatically 
become members of the board of direc- 
tors and the executive committee. The 
object of this change was to keep past 
presidents working actively in behalf 
of the organization as long as possible. 
The amendment was made by adding 
the words “and all living past presi- 
dents of the Central Retail Feed asso- 
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ciation” to the present section under 
Article V. 

The business year of the organization 
will now extend from June to May in- 
stead of from January to December, as 
the result of an amendment made to 
Article VI of the constitution. This 
change was made for the reason that 
the annual meetings are held in June 
and by closing the business year so 
that it will conclude just prior to each 
convention, it will be possible to pre- 
sent a more complete annual report. 

All of the changes have been incor- 
porated into the constitution of the as- 
sociation. 

At the business session which con-- 
cluded the convention, four resolutions 
were read and adopted. They follow: 

WHEREAS, the officers and direc- 
tors of the Central .Retail Feed associa- 
tion have unselfishly served our organi- 
zation during the past year; therefore, 
be it resolved that the sincere thanks 
of the association be extended to all of- 
ficers and directors and particularly to 
our secretary, David K. Steenbergh, 
who has been untiring in his efforts to 
promote the welfare of this organiza- 


tion. 

WHEREAS, several individuals and 
organizations have contributed their 
time and efforts toward the success of 
this convention; therefore, be it re- 
solved that the hearty thanks of the 
association be extended to the follow- 
ing: A. L. Flanagan, C. N. Barrett, D. 
W. McMillen, J. Frank Grimes, Pro- 
fessors G. Bohstedt, A. L. Stone and 
C. J. Chapman for their interesting 
and instructive addresses, to the Mil- 
waukee Chamber of Commerce, the Val 
Blatz Brewing Co., and the feed manu- 
facturers and shippers of the Minne- 
apolis Chamber of Commerce for the 
splendid entertainment and _ courtesies 
extended; to R. Opsal for his! time and 
effort extended in drawing up the code 
of ethics; to the Minneapolis Civic and 
Commerce association and the mayor 
of Minneapolis for the kind invitation 
extended to hold the 1931 convention at 
Minneapolis; to the management of the 
Schroeder hotel for their hearty coop- 
eration. 

WHEREAS, the promiscuous distri- 
bution of commercial fertilizers through 
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NO-MILK 


Calf Food 


Trade Mark 
Registered in U. S. Patent Office 


Since 1885 — 46 Years 
and still the Leader 


We have over 600 dealers 
in Wisconsin alone selling 
our product — some of 
them for 43 years. Their 
repeat orders each year 
are the best recommend- 
ation that we know of for 
No-Milk Calf Food. 


Dealers and feeders alike 
find permanent satisfac- 
tion in using No-Milk 
Calf Food. 


Your orders will be 
promptly filled. 


WRITE FOR PRICES 


National Food Co. 


D. R. MIHILLS, Mer. 
Fond du Lac, Wisconsin 


channels other than legitimate dealers 
with warehouse facilities has resulted in 
deplorable merchandising practices on 
this commodity; therefore, be it resolved 
that it is the sense of this association 
that fertilizer manufacturers be request- 
ed to distribute their products through 
legitimate dealers only and that the of- 
ficers be instructed to transmit a copy 
of this resolution to all fertilizer manu- 
facturers operating in this territory and 
that members be requested to report 
violations to the executive committee. 
‘Those who served on committees at 
the convention were as follows: 
Auditing Committee—J. A. Becker, 
William A. Becker Co., Monroe, chair- 
man; W. N. Knauf, Knauf & Tesch Co., 
Chilton; William Frank, Jefferson 
Flour & Feed Co., Jefferson; Bert Fenn, 


Fenn & Meyer, Navarino, and J. H. 
Vint, Farmers Cooperative Elevator 
Co., Union Grove. 

Resolutions Committee—D. W. Mc- 
Kercher, McKercher Milling Co., Wis- 
consin Rapids, chairman; W. G. Haer- 
tel, The Haertel Co., Minneapolis; H. 
H. Humphrey, Northern Milling Co., 
Wausau; Ray Farley, Graham Feed & 
Seed Co., Janesville; E. M. Schneider, 
H. P. Schmidt Milling Co., Oshkosh. 

Nominations Committee—D. R. Mi- 
hills, National Food Co., Fond du Lac, 
chairman; A. H. Lois, A. H. Lois Feed 
Co., Bassett; F. Kern, Sparta; George 
A. Schlegel, Athens Cooperative Pro- 
duce Co., Athens, and F. E. Parker, 
Fennimore Farmers Warehouse Co., 
Fennimore. 


Illinois and Milwaukee. 


MINNEAPOLIS, MINN. PLANT 


Home of Froedtert Service 


The Minneapolis home of Froedtert Service includes ample 
feed warehouse facilities and grain storage tanks with a capa- 
city of 800,000 bushels. Ed Christl, manager, is ready at all 
times to give you quotations on corn, oats, barley and poultry 
and milling wheat or to make shipments of feeds of all kinds 
in straight or mixed cars. Other homes of Froedtert Service 
are located at Winona and Red Wing, Minnesota; Savanna, 


USE MORE BARLEY 


Barley is a real buy right now. Our Minneapolis and Mil- 
waukee offices have choice feed barley to offer at prices 
that are sure to attract and please your trade. Many 
firms are now changing their formulas to include more 
barley in their feeds. There is particularly an increasing 
demand for barley in poultry rations. Because of its 
relatively low price compared to other grains for feeding 
purposes, it is a real buy. Write, wire or phone our 
offices in Minneapolis or Milwaukee for samples and 
prices. 


Milwaukee Telephone—MITCHELL 5410 
Minneapolis Telephone—ATLANTIC 1541 


FROEDTERT GRAIN & MALTING CoO. 


MILWAUKEE « « « MINNEAPOLIS 


Operating Elevators at Mil kee, Mi 


lis, Winona, Red Wing, Savanna. 
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Record Gathering of 415 Feed Men 
Attends Central Convention 


Dealers Express Earnest Desire to Improve Business Methods 
Elected President; Code of Ethics Adopted 


Walter Uebele Is 


ARNEST desire to cooperate for 
more efficiency, economy and 
service in business was manifest- 
ed by dealers who attended the fifth 
annual meeting of the Central Retail 
Feed association at the Schroeder hotel, 
Milwaukee, June 16 and 17. A code of 
ethics, presented for consideration the 
opening day, was unanimously adopted. 
More than 415 dealers, manufacturers, 
jobbers and allied tradesmen attended 
the convention. It was the greatest 
crowd that ever assembled in the his- 
tory of the feed industry, and the most 
successful meeting on record. 


Uebele Elected President 


Walter Uebele, Burlington Feed Co., 
Burlington, Wis., was unanimously 
elected president of the association to 
succeed L. J. Hartzheim, Hartzheim 
Fuel & Feed Co., Beaver Dam. Walter 
Haertel, the Haertel Co., Minneapolis, 
was chosen vice-president and William 
Knauf, Knauf & Tesch Co., Chilton, 
treasurer. John A. Becker, William A. 
Becker Co., Monroe, was elected direc- 
tor to succeed D. W. McKercher, Mc- 
Kercher Milling Co., Wisconsin Rapids. 
Other members of the board whose 
terms continue are J. L. Kleckner, 
Kleckner Elevator Co., Neillsville, and 
F. Kern, Sparta. 

David K. Steenbergh, secretary of the 
Central association since its inception, 
was again reelected to the office at a 
special meeting of the new executive 
committee which was held Tuesday 
noon. 

Minneapolis made a cordial bid for 
the 1931 convention which was well re- 
ceived by the delegates at Milwaukee. 
Final decision, according to the con- 
stitution of the organization, must be 
made by the executive committee. The 
Minneapolis invitations were from Wil- 
liam F. Kunze, mayor, and the Civic 
& Commerce association. 

A. L. Flanagan, president, Milwaukee 
Chamber of Commerce, welcomed the 
members of the trade at the opening 
session of the convention and extended 
the privileges of the chamber floor to 
them. Reports of the secretary and 
treasurer were read by David K. Steen- 
bergh. President Hartzheim was un- 
able to be present at the opening ses- 
sion but did preside during the remain- 
der of the convention. The main speak- 
er of the morning was C. Neil Barrett, 
Northrup, King & Co., Minneapolis, 
president of the Northwest Mixed Feed 
Manufacturers association, who spoke 
on “Better Trade Practices for the Feed 


Industry”. His address is published 
elsewhere in this issue of The Feed 
Bag. 


Attendance prizes awarded at the 


Walter Uebele 


President’s Message 


S president of the Central Re- 
A tail Feed association, I shall 
spend as much time as possible 
to make it a larger and better or- 
ganization. This is a critical time 
in the feed and grain business. We 
do not know what is in store for 
us, so I ask that all members of the 
association help get more members 
so that we will have the voice of a 
large group in problems that may 
spring up as a detriment to the feed 
and grain business. I think the as- 
sociation should hold more district 
meetings and get all feed dealers to 
attendthese meetings so that all of 
us may get better aquainted with 
our competitors and talk over our 
problems. We are only going through 
this world once and we're going fast. 
So if we all work together with one 
thought, pass up trifling matters 
and work on larger problems for the 
good of all feed dealers and the trade 
in general, then we will accomplish 
something worthwhile this coming 
year. 


opening session were won by E. O. 
Nefi, Randolph; H. A. Rust, General 
Laboratories, Inc., Madison; and C. H. 
Hooker, Northern Milling Co., Wausau. 
Luncheon for McMillen 

More than 150 feed men attended the 
luncheon meeting Monday noon to 
honor D. W. McMillen, Allied Mills, 
Inc., Chicago, president of the Ameri- 
can Feed Manufacturers association. 
Mr. McMillen told the dealers that the 
greatest essential to success in the re- 
tail feed business was a knowledge of 
feeding problems. He declared that 
each man could make more progress by 
studying and criticising himself rather 
than worrying about his competitor. 

“The feed dealer should understand 
the latest developments) in feeding; 
every member of his staff should be 
acquainted with them,” Mr. McMillen 
said. “He should know the farmer’s 
problems and how to solve them. He 
should not only sell his customers feeds 
but should also provide a program 
which will enable them to use the feeds 
profitably. The dealer should know his 
county agent and other leaders in edu- 
cation. He ought to work closely with 
them.” 

Mr. McMillen further pointed out that 
it was important for a dealer to get the 
money for the feeds which he sells. He 
advised the adopting of a cash basis if 
possible and cautioned against the care- 
less extending of credit. He contrasted 
the methods of merchandising in the 
pioneer days of the industry with those 
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of the present day and told the deal- 
ers that they must keep pace with pro- 
gress if they wished to succeed. He 
urged all feed men to maintain an op- 
timistic and constructive attitude in 
business. 

Attendance prizes at the luncheon 
were won by Sidney Northrop, Globe 
Milling Co., Watertown; H. O. Fitch, 
Morton Salt Co., Wisconsin Rapids; 
and H. L. Beneker, Plankinton Packing 
Co., Milwaukee. 

Retail Dealers’ Session 

Monday afternoon’s session was lim- 
ited to retail. dealers. Provisions of the 
code of ethics presented at the meet- 
ing were thoroughly discussed. The 
rules were drafted by a committee after 
several months’ investigation of the 
needs and problems of the retail feed 
trade. Rudy Opsal, the Haertel Co., 
Minneapolis, Chairman, presented the 
code as drafted and directed the dis- 
cussions. Problems pertaining to the 
practice of merchandising fertilizer 
through farm agents in direct compe- 
tition with dealers and the selling of 
feed by hatcheries were also discussed. 

The code of ethics was unanimously 
adopted by the dealers. <A _ resolution 
protesting against the practice of man- 
ufacturers who sell fertilizer through 
farm agents in territories covered by 
legitimate dealers was authorized as a 
result of the discussion on this prob- 
lem. This resolution was read and 
adopted at the closing session of the 

(Continued on Page Sixty-one) 
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Has the Day of Reckoning Arrived 
For Small Town Stores? 


Not on Your Life; They Can Develop More Business Than Ever 
Real, Live Merchants Find Increased Opportunities for Trade 


HE popular thing to say is that 
the little town is due to pass 
“- out; that the automobile, good 
roads, better advantages of buying in 
the city'and desire on the part of coun- 
try folks to mingle with the mass are 
robbing the little town to death. In this 
opinion, the cities and the little towns 
seem in full agreement but in a con- 
trary mood are certain small town mer- 
chants and a few.men who travel about 
and study conditions underneath the 
surface. 

Leave it to these dissenting small 
town merchants to save the little town. 
Not only are they doing it but they are 
enjoying a patronage that in the old 
days was undreamed of, for the same 
influence, that of the automobile, that 
seems a benefit to the city from a coun- 
try trade standpoint, has greatly in- 
creased the size of the small town trade 
territory. 

Country Store Advantages 

Even if the automobile should prove 
disadvantageous to the store in the little 
town, there is to offset it the motor 
truck that travels the same good roads. 
The motor truck has turned the former- 
ly isolated village into a big city sub- 
urb. If the store out on the edge of 
the metropolis can obtain daily deliv- 
eries of anything it needs so can the 
country store and just as quickly. And 
the chances are that the merchant in the 
village has nowhere near the overhead 
that troubles city men in their daytime 
labors and night time dreaming. So 
long as the merchant in the little place 
keeps the goods and supplies the serv- 
ice, he is going to have his following. 
There are hundreds of stores to prove 
the point. 

Several years ago we heard about the 
sorrow of the little town due to the 
advent of the automobile. And because 
it was feared that good roads would 
ruin the village business, a long time 
elapsed in some localities before good 
road movements could win their way. 
The good roads became a reality and 
rather than harming the merchant who 
kept his stock in order in the small 
town or at the crossroads, actually ben- 
efited him. Those merchants who con- 
tinued to do business as they did 30 
years or more ago, of course, are not 
considered. 

Several Successful Examples 

There is a little town called Marne 
with not more than 300 population. The 
general store is run by a man named 
Wheatley. No store in a good-sized 
city could be any better managed. Sev- 
eral years ago Wheatley was doing a 
volume of $80,000 a year in general 
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By Go Gettum 


merchandise, including feeds, besides 
about $30,000 in country produce. One 
might think that his trade would drift 
to the very fine county seat city seven 
miles distant, but it does not. Instead, 
some come right from the borders of 


Has a feed dealer any reason 
to lament the passing of the 
small town? No, sir! Oppor- 
tunities in the small town are 
just as great. Business and 
prosperity can be obtained by 
the man who will work hard 
and serve the folks of his com- 
munity. Don’t let the lament- 
ing and yowling of a few shirk- 
ers discourage you. Stay in 
your old home town, work 
hard and you will prosper. 


the county seat to trade with Wheatley 
because they like him and his store. 
His merchandise is as good and his 
prices are reasonable. 

Not many years ago the only worth- 
while general store at McClelland 
burned and the farmers and the vill- 
agers felt the loss. It meant trips to 
the county seat 10 miles away for ‘their 
supplies. A search was made for a mer- 
chant who might be induced to set up 
in business there, but in every instance 
the committee appointed to the work 
heard the argument, “It can’t be done. 
Your town is not big enough and you’re 
too close to the city.” 

The farmers and villagers finally or- 
ganized their own mercantile company, 
hired a manager, remodeled an old gar- 
age building and put in a stock. Now 
go to McClelland and take notice. Here 
is a country store doing better than 
$100,000 a year and paying regular di- 
vidends. It handles groceries, domestic 
lines of drygoods, a full line of feeds 
and country produce. Every day, the 
store truck runs; into the city to deliver 
produce and haul out new supplies. 
Business is done on a strictly cash 
basis. 

In Shadow of Metropolis 

In a little, town called Bennington, is 

a store famous for the amount of busi- 
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ness it handles. Highways between the 
village and the state metropolis are 
solidly paved. Autos could swiftly carry 
its customers away to the so-called big- 
ger and better stores. But even farm- 
ers on the Omaha outskirts drive out 
to Bennington to do their trading. It’s 
so much more like home out there, the 
prices for cream and eggs are just as 
good, prices for good merchandise are 
just as: reasonable and, then there is al- 
ways a place to park. 

Country people are not deserting the 
village as much as they did once upon 
a time for the reason that village stores 
of the right kind are altogether more 
appealing. True it is that some of the 
“has-beens” still exist but they are due 
for the passing and not the village or 
small town. The writer recalls the store 
in which he worked many years ago 
when, as, today, the complaint was that 
progress had poisoned the business. 
Then the rural mail delivery was 
blamed. 

One of the Passing Stores 

It was in a village of some 100 souls 
and the store carried everything from 
toothpicks to farm implements. Some 
of the merchandise on the shelves and 
in other dusty places had evidently been 
there since time immemorial. There were 
women’s and children’s shoes fit for a 
museum. The splintery wooden floor 
was almost never scrubbed. Mice held 
high carnival and underneath the long 
dreary counters was a confusion of 
matter that certainly needed to be hid- 
den. Little wonder that the owners in 
those days hung up their signs, “Keep 
From Behind the Counter”. 

In this store the average daily sales 
were only about $30, except at one per- 
iod when roads became very bad and 
the volume approximately doubled. Sure- 
ly here was a sign that in times of good 
roads the business had been running 
away. But the proprietor laid it to 
the rural mail route, for in times before 
the trade was fine, he said. 

The store itself, not the mail route, 
was running the trade away to the 
county seat. Great was the contrast be- 
tween appearances in the village store 
and those in the city. The village mer- 
chandise became dreadfully stale, for 
purchases were bulky to save a cent 
here and there. It is not like that now. 
The country stores are really coming 
into their very own. 


R. W. BIEL, formerly of Randolph, 
Wis., has purchased and is operating 
the retail flour and feed business of 
the Northern Milling Co., at Sparta, 
Wis. 
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A Direct-Connected Drive— 
(Type SX Double-Reduction Unit) 


€ 


—TO OPERATE— 


Your Feed Mill 


Increased Capacity and Power-Savin3, 
with a 3-to-5 H. P. Motor 


No Chains To Break—No Belts To Slip 


Automotive Back-Stop-—-positive in action, yet easily 
released for reverse action. 


Flexible Coupling—Absorbs the shocks from starting 
-and from temporary overloads. 


Adapted to steel, wood or concrete construction— 
geared to fit any make and speed of bucket. 


Self-Lubricating—All moving parts run in a bath of oil. 
Type SX is the worthy companion of 
WINTER’S Universal ELEVATOR 


DRIVES for larger elevators—5-to-10 
H. P. and 15-to-35 H.P. Motors. 


Minneapolis, Minn. Winnipeg, Can. 


Winter’s Pneumatic Dump — Winter’s Pneumatic Door 
Control — Winter’s Full-Floating Boot 
Pulley—Winter’s Steel Boots 


WINTER’S UNIVERSAL 


Direct-Connected 


TYPE ELEVATOR DRIVE 
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DANE COUNTY FARM BUREAU 
Coop. Warehouse association, Madison, 
Wis., has been incorporated with a capi- 
tal stock of $8,000 by 400 Dane county 
farmers. A cooperative warehouse has 
been established at 330 South Blair 
street and feeds, grains and fertilizers 
will be handled. W. R. McClellan has 
been appointed manager. 


JOHN B. THELEN, Freeport, 
Minn., has purchased the Albany Mill, 
Albany, Minn., and is installing new 
machinery and equipment. 


PETERSON-BIDDICK CO., Wade- 
na, Minn., dealers in seeds, flour and 
feeds, have opened a branch store at 
Long Prairie, Minn. 


The federal farm board will probably 
need the surplus-cotton to stuff in its 
ears to keep from hearing the cussing 
of the wheat growers when the new 
crop floods the market. 

* * * : 
FAMILY FACTS 

Teacher: “What is a pauper?” 

Abie: “It’s the guy that married my 
mommer.” 


“A year ago in September the mixer was 


installed. 


It has run practically six 


hours a day every day since and most of 
the time for the last eight or nine months 


all day long. 


We have not a single regret and if we 
were to buy another mixer tomorrow 
would certainly buy a Munson mixer.” 


Before buying your mixer, why not 
send for full information and details 
about the Superior, as this Colorado 
miller did. Then you will know why 


it is the mixer of ‘ 


‘no regrets.” 


Remember the Superior never suf- 
fers by comparison. 


Munson Mill Machinery Company 


Established 1825 


Utica, N. Y. 


Representatives all over the United States 
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SAFE REFUGE 
Bootlegger: “Quick, the prohibition 
officers are after me. Where can I find 
a place to hide?” 
Feed Dealer: “Just crawl into the fil- 
ing cabinet. Nobody can ever find any- 
thing there.” 


CONTENTED CHICKEN 

Customer: “That chicken I bought 
yesterday had no wish bone.” 

Dealer: “Well, madam, when chickens 
get our feeds they are so happy and 
contented that they have nothing to 
wish for.” 

CORNHAY WEAKLY NEWS 

Judd Perkins and his wife are not 
on speakin’ terms. Judd bought her 
one of those new fangled washing ma- 
chines and now she’s sore because one 
of them paddles hit her every time she 
tried to get into it to take a bath. 

Constable Bunks made a record high 
jump here on July 4. Skinnay Horner 
threw a six-inch cracker under the con- 
stable while he was asleep on a chair 
in front of the fire house. 

The bathing beauties have started 
their annual appearance on the Corn- 
hay beach. Ira Hicks has bought him- 
self a new pair of glasses. 

Most people once made their living 
by the sweat of their brow; now it’s 
by the sweat of their brew. 

* 
STOP SIGNAL 

“T have partaken of such an excel- 
lent meal that if I had eaten more I 
should have been unable to talk,” be- 
gan the speaker. 

“Waiter, bring him a sandwich,” or- 
dered a drowsy voice from the end of 
the table. 

* * 

Even a tombstone will say good 

things about a man when he’s down. 


TELL THIS TO YOUR WIFE 

Policeman: “How did the accident 
happen?” 

Feed Dealer: “My wife fell asleep in 
the back seat.” 


It’s a modern marriage if the husband 
is paying installments on the engage- 
ment ring and alimony at the same 
time. 


CONVINCING EVIDENCE 

“Are you positive the defendant was 
drunk?” 

“Well, your honor, I saw him put a 
penny in the patrol box, then he looked 
up at the courthouse clock and roared, 
‘Heavens, I’ve lost 14 pounds!’ ”’—Bag- 
ology. 


j \ Carefully Sifted for Feed Dealer Consumption Y) 


Ohio Dealers Retain Their Optimism 
Despite Trying Conditions 


O. Perry Hall Is Elected President at Annual Meeting 


Resolution Drafted Protesting Farm Board’s 


program, the stock market crash- 

es and other economic upheavals 
we are going to work harder, operate 
our business more efficiently and carry 
on. 
This is the challenge issued by more 
than 200 members of the industry who 
attended the fifty-first annual conven- 
tion of the Ohio Grain, Mill & Feed 
Dealers association at the Commodore 
Perry hotel, Toledo, June 19 and 20. 
It is an expression of the dominant 
spirit which has made the organization 
one of the oldest and strongest in the 
trade and has enabled it to weather 
storm and stress and fully enjoy the 
times of prosperity. 

Although the attendance was smaller 
than usual, those present made up for 
the lack in numbers in enthusiasm and 
determined effort and the convention 
went on record as another success. The 
association flatly denounced the federal 
farm board’s activities, drafted a reso- 
lution protesting its program and also 
endorsed the resolution of the United 
States Chamber of Commerce, oppos- 
ing the agricultural marketing act which 
authorizes the functions of the board. 

Official Staff Increased 

At the business meeting which con- 
cluded the convention an amendment to 
the constitution to increase the board 
of directors from five to seven members 
and: to elect a second vice-president, 
thus giving representation on the offi- 
cial staff to the grain, mill and feed 
trades, was presented and unanimously 
accepted. 

In accordance with the new provision 
O. P. Hall, E. A. Grubbs Grain Co., 
Greenville, was elected president; L. B. 
Miller, Anstead & Burke, Springfield, 
first vice-president, and I. C. Bowes, 
Kasco Mills, Inc., Toledo, second vice- 
president. W. W. Cummings, Toledo, 
was reelected secretary and treasurer. 
The enlarged board of directors chosen 
includes Edgar’ Thierwechter, chairman; 
Phil Sayles, Smith-Sayles Grain Co., 
Toledo; F. E. Watkins, Watkins Grain 
Co., Toledo; Ralph Brown, Henry 
Brown & Co., Cincinnati; E. M. Stultz, 
Buckeye Cereal Co., Massillon; E. O. 
Teegardin, Teegardin Grain Co., Tole- 
do and L. G. Bradstock, Farmers Ele- 
vator Co., Wellington. 

D. O’Rourke, acting in the absence of 
W. T. Jackson, mayor, welcomed the 
dealers to Toledo at the opening ses- 
sion Thursday. K. D. Keilholtz, presi- 
dent, Toledo Produce Exchange, in his 
address of welcome, assured the dele- 
gates that the worst conditions were 
over and predicted that there would 
soon be a recovery in the grain market. 


oe of the farm board 


He told the dealers that they must 
carry on and maintain an optimistic 
spirit. S. L. Rice, Metamora, gave the 
response to both welcomes. 

“We must revamp our business to 
meet the new conditions and operate as 
efficiently and economically as possible,” 


O. Perry Hall 
Mr. Hall, E. A. Grubbs Grain Co., Green- 
ville, isthe new president of the Ohio Grain, 
Mill & Feed Dealers association. 


Edgar Thierwechter, Oak Harbor, pres- 
ident of the association, declared in his 
annual address. “The wisest policy is 
to adjust ourselves as soon as possible. 
It will take hard work and considerable 
study but we are equal to the task.” 

In his annual report W. W. Cum- 
mings, Toledo, secretary of the associa- 
tion, reminded the dealers that they 
should continue to obtain new mem- 
bers for the organization. He pointed 
out that present conditions required a 
larger membership and closer coopera- 
tion than ever before. z 

Membership Prize Awarded 

Mr. Cummings also announced T. S. 
Troxele, Kasco Mills, Inc., Toledo, as 
winner of the membership drive con- 
test conducted by the association. Mr. 
Troxele obtained five new members and 
received a $15.00 prize. 

The afternoon session was opened 
with E. J. Bell, head of the division 
of cooperative marketing, federal farm 
board, Washington, D. C., as speaker. 
Mr. Bell declared that the success of 
the board’s plan depended largely on 
the member farm marketing organiza- 
tions owned and controlled by the pro- 
ducers and upon the farmers them- 
selves. He said that without their co- 
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Policies 


operation a government agency could 
not succeed. He pointed out that the 
farm board’s plan was concentrated on 
bringing the present farm cooperatives 
into an efficient unit rather than adding 
new organizations. 
Farm Board Panned 

Following his talk Mr. Bell was 
submitted to a barrage of questions and 
protests on the board’s activities. Pres- 
ident Thierwechter blamed the entry of 
the government into the grain business 
for the present unsettled conditions. He 
pointed out that if the farm board had 
not trifled with the law of supply and 
demand by attempting to hoard -sur- 
plus, prices would now be at a higher 
level. Mr. Thierwechter’s objections 
brought loud applause from the dealers. 

Charles Quinn, secretary of the Grain 
& Feed Dealers National association, 
in speaking on “Fallacies of the Farm 
Board”, assailed the tactics employed 
by Chairman Legge, and pronounced 
them as flat failures. He insisted that 
the problem can only be solved by close 
application of the law of supply and de- 
mand and that any attempt to trifle 
with the law was certain to bring eco- 
nomic disaster. Mr. Quinn pointed out 
that it was a fallacy to expect a govern- 
ment agency created over night to 
handle the grain marketing situation 
better than the present business system 
which has evolved from more than 75 
years of experience. 

Talks on Merchandising 

“Whether the farm board succeeds or 
fails,” said A.. W. Carpenter, sales man- 
ager, Larrowe Milling Co., Detroit, 
who concluded the afternoon session, 
“you’ve got to make a profit on that 
business back home. And to make a 
profit you must sell feeds. Merchan- 
dising is the life blood of business and 
commerce.” 

Mr. Carpenter added that the first es- 
sential of successful selling was an an- 
alysis of the trade territory. He ad- 
vised dealers to discover the exact num- 
ber of feeders in their trading areas, to 
determine the amount of feed they can 
use, and then to set this mark as a 
quota in their sales plan. He also 
pointed out the importance of study- 
ing the habits of farmers. He empha- 
sized the importance of personal con- 
tact in merchandising and urged the 
dealers to ‘train their employees in the 
art of selling. 

“Merchandising,” said Mr. Carpenter, 
“is no more or less than the use of a 
large number of tools. The tools are 
all about you. Your emplovees are 
tools. Your store window is a tool. Dis- 
play your products in it, put it to work 

(Continued on Page Fifty-nine) 
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Nutrition Expert 
Explains How 


Minerals 


Function 


In Poultry Feed 


By Dr. R. 


M. Bethke 


(Second Installment) 


NE theory commonly advanced 
in an attempt to explain ineffi- 
cient calcium assimilation dur- 
periods of apparently abun- 
intake, is that the calcium is 


ing 
dant 
present in a form unavailable to the 


particular species. With the recognition 
of the interrelationship between calcium 
and phosphorus assimilaticn and vita- 
min D, or its equivalent, this hypothesis 
has lost considerable weight. However, 
there are still some who are of the 
opinion that calcium in some forms or 
combinations is more available for bone 
formation than in others. Experimen- 
tal work in this direction at the Ohio 
station did not reveal any difference in 
the availability of calcium in the car- 
bonate, sulfate, lactate, di-phosphates or 
tri-phosphates, or the commonly used 
minerals of limestone, steamed bone 
meal, rock phosphate, phosphatic lime- 
stone or oyster shells for bone forma- 
tion in the growing chick when these 
were fed on the same calcium intake. 
Effect on Egg’ Production 

Not only does proper assimilation of 
calcium and phosphorus play an impor- 
tant part in the growing bird but it also 
plays a very significant role in the pro- 
duction of eggs. The laying hen is a 
tremendous metabolizer of calcium. Her 
utilization of this element during the 
laying period transcends manyfold that 
of the dairy cow when comparisons are 
made on the basis of the live weight of 
the two species. It is an interesting 
phenomenon to note that whereas the 
normal calcium content of the growing 
chick, moulting hen, dairy cow or pig 
is between 10 to 15 mgm. calcium per 
100 cc. of blood serum, that of the lay- 
ing hen is between 20 and 30 mgms. or 
approximately two or three times as 
much. This is not surprising when we 
consider that the normal egg shell which 
contains approximately 4.5 grams of cal- 
cium carbonate is formed within 10 to 
16 hours. It is not uncommon for a 
hen to lay 200 eggs or more per year. 
On this basis it would require 900 grams 
or about 2 lbs. of calcium carbonate to 
produce 200 egg shells. The laying hen, 
like the growing chick, does not utilize 
100 per cent of the mineral matter she 
consumes. It is probably safe to as- 
sume that her efficiency for utilizing cal- 
cium for egg shell formation is only 50 
per cent. Thus, a 200-egge hen would 
require about 4 lbs. of oyster shells, 
high-grade limestone or an equally ef- 
ficient mineral for shell formation. In 
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addition she requires, calcium and phos- 
phorus and other minerals for the manu- 
facture of the edible portion of the egg 
as well as for the numerous bodily func- 
tions. 

In case the ration of the hen is de- 
ficient in ealcium and phosphorus she 
will continue laying eggs until there is 
a general depletion of these minerals in 
her bones followed by thinning of the 
shell and eventually she will stop lay- 
ing altogether. Rather than change the 
quality of the edible portion she cuts 
down on the number of the eggs and 
weakens the shell. 

Cod Liver Oil, Sunlight 

Cod liver oil and ultra violet light as- 
sist in calcium and phosphorus assimi- 
lation, but they will not prove effective 
unless these elements are present in the 
ration in sufficient quantities. On the 
other hand, I have seen groups of hens 
taken in the fall of the year and placed 
upon ‘perfectly. wholesome rations, am- 
ply supplemented with minerals but 
lacking in vitamin D, and within two 
months reach the point where egg pro- 
duction was practically zero. The few 
eggs that were produced broke almost 
as soon as they were laid. The addi- 
tion of 2 per cent cod liver oil to the 
mash or exposure of the birds to ul- 
tra violet light 10 minutes a day re- 
sulted in good sustained production. The 
shells of these eggs were of good tex- 
ture. Eggs of poor shell texture, re- 
gardless of whether it is due to a min- 
eral or vitamin D deficiéncy, hatch poor- 
ly. 

Because of the rapid calcium meta- 
bolism of the laying hen it is of in- 
terest to inquire into the efficiency of 
different calcium salts or minerals for 
egg shell formation. To this end the 
Kentucky station reported that calcium 
in the carbonate combination was more 
efficiently utilized than in the phosphate 
(rock phosphate). At the Ohio station 
four groups of hens were fed the same 
complete ration, containing 1 per cent 
cod liver oil for five months. 

The ration of one group was supple- 
mented with 4 per cent powdered oyster 
shell, another received the calcium equi- 
valent in form of calcium carbonate 
(precipitated chalk), a third the same 
amount of calcium in form of calcium 
sulfate (gypsum), and the fourth equi- 
valent calcium as commercial tri-calcium 
phosphate. At the beginning of each 
month eggs were saved from all hens 
in each group and the per cent shell of 
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W. E. Suits 


Mr. Suits, Quaker Oats Co., Chicago, is 
chairman of the executive committee of the 
American Feed Manufacturers association. 
The address published herewith was given 
at the recent annual meeting which he did 
not attend because of a well deserved vaca- 
tion being enjoyed in Europe. 


the fresh egg weights determined. The 
average of the per cent shell for the five 
months were powdered oyster shells, 
9.92; calcium carbonate, 9.51; calcium 
sulfate, 8.41 and tri-calcium phosphate, 
8.67. There was no outstanding differ- 
ence in the production of the different 
groups. It is apparent from these re- 
sults that the laying hen is able to util- 
ize the calcium in the carbonate form to 
better advantage for egg shell forma- 
tion than in the sulfate or phosphate. 
This difference in availability was not 
observed in bone formation studies. Ap- 
parently the two functions, bone forma- 
tion and shell formation, have distinctly 
different requirements which must be 
handled accordingly. 

There are other minerals such as so- 
dium, chlorine, iron, sulphur, iodine 
aside from calcium and phosphorus that 
are essential for the health of the chick 
or laying hen. These are required in 
much smaller quantities than either cal- 
cium or phosphorus. I am of the opinion 
that under ordinary practical conditions, 
when a good complete ration is fed, the 
various feed ingredients usually carry 
sufficient amounts of the essential min- 
eral elements to meet the requirements 
of the growing or laying bird with the 
exception of calcium and phosphorus, 
and often sodium and chlorine, the two 
present in common salt. At least no 
experimental work has come to my at- 
tention which would tend to indicate 
that we should include iron, sulphur, 
iodine, copper, etc. in our mineral ad- 
ditions. To the contrary, Hart and as- 
sociates of Wisconsin reported that 
chicks fed a normal ration, and reared 
under normal conditions did not require 
additional sources of iron or copper. 
Work with sulphur also appears to be 
negative. On the other hand, goiter has 

(Continued on Page Sixty-six) 
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Dixie Hammer Mills always operate 
smoothly, speedily and economically 
without friction, heating or clogging. 


Feedixie.... 


the Master Mill 
for Grinding Feeds 


Here’s a feed mill designed by men who have had over thirty 
years experience in the hammer mill business. The Feedixie 
has a lower operating cost and a lower maintenance cost than 
any other grinder on the market and grinds feeds and grains 
to any degree of fineness—in one operation. Specially designed 
hammers, forced feed air connection, large grinding plate sur- 
face and large screen surface are some of its exclusive features. 
Dixie Hammer Mills are guaranteed to do everything we claim 
for them and no mill has ever been returned because it failed 
to live up to the claims made for it. Write for your copy of 
our free illustrated catalog which tells all about this master mill. 


MACHINERY 
MFG. COMPANY 
4215 Goodfellow Avenue, St. Louis, Mo. 

Chicago—Office 236 N. Clark St. New York Office—104 Pearl St. 
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As Many Eges 
Less Cost 


is a proposition your poultry feed cus- 
tomers are interested in. You can make it,_ 


possible for them by including Diamond — 


Corn Gluten Meal as an ingredient of 
your starting, growing and laying mashes. 
Diamond, used as a source of protein 
to replace part of the higher priced 
animal feed products, means a lower cost 
of manufacture and thus a saving which 
can be passed on to your customers. 


Diamond Corn Gluten Meal 


contains a minimum of 40% protein, a 
maximum of 4% fibre (usually about 2%) 
and over 80% of total digestible nutrients. 
As asubstantial ingredient of poultry mashes 
Diamond is helping to create extra sales 
and extra profits wherever it is being used. 


Ask our salesman about this when he calls, 
and write to us for free mash formulas con- 
taining Diamond in the right proportion. 


40% Protein Guaranteed 


RATION SERVICE DEPT. 
CORN PRODUCTS REFINING CO. 
17 BATTERY PLACE, N. Y. CITY 


NEW 
Sales Builder 
for Dealers 


Poultrymen demanded 
smaller packages of crushed 
oyster shell. We have sup- 
plied them in 8 and 31% |b. 
sizes, which sell for 25c and 
10c. The handy sizes of 
these new packages and the 
proved quality of Reef Brand 
Pure Crushed Oyster Shell 
make them quick sellers. 
Fast turnover means in- 
creased profits for you. 


Write today for special an- 
nual contract or dealer 
proposition. 


GULF CRUSHING CO., INC 
NEW ORLEANS, U.S. A. 


eef Bra 


REGISTERED IN U.S. PATENT OFFICE 


Pure Crushed OYSTER SHELL 
FOR POULTRY 
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Dealers Requested 
To Cooperate 


In Establishing 
Code of Ethics 


By C. Neil Barrett 


President, Northwest Mixed Feed Manufacturers Association 


HE feed industry includes the 

entire process of manufacture 

and distribution of feeds for 
livestock. If it could be put through 
a clinic its present condition might be 
diagnosed as overdevelopment, lack of 
proper exercise, weak heart, and lack 
of moral stamina. The cause, bad trade 
practices—can be classified under one 
head—unnecessary _ speculation. The 
remedy, good trade practices, can be 
listed under one head—sound merchan- 
dising. 

Throughout last winter feed manufac- 
turers all over the United States have 
been diagnosing the case. Individually 
and collectively they have been discuss- 
ing the problems and as a result at a 
meeting at French Lick Springs on May 
24 the American Feed Manufacturers 
association adopted a resolution discour- 
aging long-term contracts, and the 
guaranteeing of prices against market 
declines. 

Ask Dealers’ Cooperation 

This resolution was adopted after 
considerable debate and careful thought. 
A similar resolution was adopted in 
February by the Northwest Mixed Feed 
Manufacturers association. It also was 
carefully discussed before it was adopt- 
ed. 

Discussions were all along one line. 
Are these practices harmful to the dis- 
tributor and to the final consumer of 
mixed feed? The case diagnosed, the 
remedy prescribed, it is suggested that 
recovery can be attained by performing 
an operation. Feed manufacturers over 
the entire country now suggest the am- 
putation of two bad trade practice 
growths—long term bookings and price 
guaranteed on mixed feeds. They ask 
the approval, endorsement, and cooper- 
ation of one of the most important 
branches of the industry—the retail dis- 
tributor. 

Your association has been a leader 
among retail feed organizations all over 
the country. , You can do a tremendous 
amount of good to the industry if you 
endorse and approve this cperation. It 
is the first step towards sound merchan- 
dising. The cause and remedy for the 
bad practices in your part of the indus- 
try are identical with those of the en- 
tire industry. You should replace un- 
necessary speculation with sound mer- 
chandising in your business. 

Speculation Poor Business 

If any business must depend on spec- 

ulative profit to succeed, it is doomed 


to failure. There have been many for- 
tunes created in this country through 
sound merchandising, but a limited few 
through speculation. If a man is clever 
enough to get rich through speculation, 
he can do it faster and easier with a 
desk, a telephone, and a ticker, than he 
can with a warehouse, a truck, and a 
stock of merchandise. 

Speculation in the feed business de- 
tracts from proper merchandising. It 
is true that a product, to be profitably 
sold, must be well bought but in five 
minutes a feed merchant can buy more 
merchandise than he can sell in a year. 
Proper selling of that merchandise then 
must be more important than the buy- 
ing of it. 

Compare, for example, the number of 
people employed in the purchasing di- 
vision of any large mill with the num- 
ber required to merchandise the finished 
product. Sound merchandising by the 
retail distributor requires a somewhat 
similar division of time and energy. 
Every dealer knows that he can’t go 
out and sell to the consumer for a long 
or short period of time a quantity of 
feed and guarantee the price unless he 
is protected by someone eise. 

He realizes it is impossible for a man- 
ufacturer to sell merchandise made up 
of grain or grain products and guaran- 
tee the! price of that product against de- 
cline, unless that manufacturer is spec- 
ulating. Raw materials used in the 
manufacture of feed cannot be bought 
with a price guarantee against decline. 
Can you imagine buying a car of corn, 
or barley, or oats from. your grain com- 
mission merchant and having him write 
on your contract that the price is guar- 
anteed against decline, even until time 
of arrival? 

Speculating Affects Consumer 

The entire marketing structure of 
grain has been built up with the idea 
of protection and the elimination of 
speculation for those who actually 
merchandise. The development of the 
feed industry has been so rapid that 
bad trade practices have become dom- 
inant. Long-term bookings and price 
guarantee are unquestionably the most 
offensive. They are costing your cus- 
tomers money because, strange as it 
may seem, even in the mixed feed in- 
dustry, no one gets anything for noth- 
ing. If you are able to buy merchan- 
dise with a price guaranteed against 
decline, your customers are paying 
somewhere, somehow for that privilege, 
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C. N. Barrett 
Mr. Barrett delivered the address pub- 
lished herewith at the Central Retail Feed 
association convention. 
if it is to be considered as one. 
How are they paying for it? The 


answer is simple. The feed manufac- 
turer starts out in June with a price 
on dairy feed, for example. His com- 
petitor starts out two days later and in 
a short time you are besieged with op- 
portunities to buy a winter’s supply of 
dairy feed at a price protected against 
market decline. The crop from which 
the screenings are obtained is hardly 
out of the ground in Canada and the 
Northwest. The cotton from which the 
cottonseed is obtained is just, growing. 
Flax is barely planted. The raw ma- 
terials with which to make that feed 
cannot be bought. The seller may be 
foolish, but he is, to the best of his 
ability, protecting himself. Unless 
something unforeseen happens, he fig- 
ures that the raw material can be pur- 
chased, when necessary, at a price as 
low, or lower, than that used in fixing 
his price. 
How Cycle Operates 

He may actually own some of the 
raw material. If he does, he surely will 
not sell it for delivery months later 
without charging for so doing. Things 
run along with no great change until 
the crop commences to move in Sep- 
tember and October. The purchasing 
agent of the seller sits in his office with 
a list of raw materials which he must 
buy. He watches the markets, crops 
and his competitive buyer. Orders pile 
up, stocks commence to roll in. The 
sales division has done its work—it is 
up to the purchasing agent to cover 
these sales, if possible, within the mar- 
ket at which the raw material was fig- 
ured. Finally, prices reach the point 
used in figuring cost by some operator. 
The purchasing agent books in various 
markets a goodly supply of raw mater- 
ial. Immediately the wires go out to 
all the rest of the purchasing agents, 
and first one and then another starts 


(Continued on Page Sixty-three) 
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11 Firms Advertised in Every Issue 
of The Feed Bag for 5 Years 


Honored As Special Guests of Our Fifth Anniversary Number 
Fourteen Advertisers Consistently Represented for 4 Years 


LEVEN firms have advertised in 

The Feed Bag for five years 

without missing an issue;..They 
are gratefully acknowledged as special 
guests in the celebration of our fifth an- 
niversary. 

These eleven firms were represented 
when The Feed Bag made its first bow 
and by their loyalty have helped it to 
grow from the first number of 24 pages 
to this birthday edition which is three 
times as large and contains 72 pages. 


In addition to these eleven firms 
fourteen advertisers have been rep- 
resented in The Feed Bag for four 


years without a single omission, and 
five firms which began advertising three 
years ago have been using space regu- 
larly ever since. Many other firms 
which recently joined The Feed Bag’s 
rapidly increasing family of advertisers 
are using space every month. 

The eleven advertisers who were rep- 
resented in the first issue of The Feed 
Bag and who have never missed an is- 
sue to date are King Midas Mill Co., 
Minneapolis; Arcady Farms Milling 
Co., Chicago; Ladish Milling Co., Mil- 
waukee; Iowa Milling Co., Cedar Rap- 
ids, Ia., Cereal Grading: Co., Minneapo- 
lis; Darling & Co., Chicago; LaBudde 
Feed & Grain Co., E. J. Koppelkam, 
Deutsch & Sickert, L. Teweles Seed 
Co., and The Franke Grain Co., all of 
Milwaukee. 

King Midas a Veteran 

King Midas Mill Co. has occupied 
the back cover of The Feed Bag since 
the first issue. Originally The Feed 
Bag was published in one color, but 
later appeared in orange and black. This 
is the combination now used in all King 
Midas advertisements. 

The Ladish Milling Co. occupied one 
page in the first issue of The Feed Bag. 
As the magazine rapidly increased in 
popularity among the dealers the firm 
contracted for the inside back cover po- 
sition which gave them an opportunity 
to present their advertising in two or 
more color combinations. 

One-third page space was used by 
The Arcady Farms Milling Co. in the 
initial advertisement. The firm has 
since increased its space to a full page 
which appears regularly every month. 
In this fifth anniversary number Arcady 
is represented both with its regular 
space and a special advertisement in the 
Roto-Pictorial section. 

Darling & Co. began advertising with 
one-third page space in the first num- 
ber of The Feed Bag. This month the 
firm is represented with a full page ad- 
vertisement in the Roto-Pictorial sec- 
tion. 

Iowa Milling Co., Cereal Grading Co., 
LaBudde Feed & Grain Co; E. J. Kop- 
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IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 


The Standard of Qualny 


LsBUDDE FEED 


@ GRAIN CO 
MILWAUKEE 


DARLING & COMPANY, 
UNION STOCK YARDS 


The firms whose advertisements are reproduced above from the first issue of The Feed 


Bag have been consistent advertisers for five years. It is interestin 
made in the makeup of advertising from that time to the present 


pelkam, L. Teweles Seed Co., Deutsch 
& Sickert and The Franke Grain Co., 
have all lrought their message to read- 
ers of The Feed Bag consistently every 
month, using various sizes of advertise- 
ments. 


The Froedtert Grain & Malting Co., 
which was one of the charter adver- 
tisers, is another loyal “regular” firm 
which is now using half page advertise- 
ments regularly in The Feed Bag. 


Four-Year Regulars 


Firms which have advertised for four 
years without missing a single issue are 
E. S. Woodworth & Co., Minneapolis; 
S. Howes Co., Inc., Silver Creek, N. Y.; 
Capital Flour Mills, Inc., Minneapolis; 
Herrick Feed Co., Harvard, Ill.; Hia- 
watha Grain Co., Minneapolis; Dona- 
hue-Stratton Co., Milwaukee; New 
Richmond Roller Mills, New Richmond, 
Wis.; A. L. Stanchfield, Minneapolis; 
Minnesota Feed Co., Minneapolis; 
Three Minute Cereals Co., Cedar Rapids, 
Ta.; M. G. Rankin & Co., Milwaukee; 
Northrup-King & Co., Minneapolis; F. 
J. Phelan Co., Milwaukee, and Linseed 
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to note the progress 
ay. 


By-Products Co., Minneapolis. 

The three-year regulars are Penick & 
Ford Sales Co., Inc., Cedar Rapids, Ia.; 
National Food Co., Fond du Lac, Wis.; 
Strong Scott Mfg. Co., Minneapolis; 
Quaker Oats Co., Chicago; Cannon Val- 
ley Milling Co., Minneapolis, and J. P. 
Parks, Kansas City, Mo. 

The Wisconsin Milling Co., which 
was represented with full pages in the 
early days of The Feed Bag, again re- 
appears with an advertisement in the 
fifth anniversary number. 

It is with the most grateful apprecia- 
tion that The Feed Bag acknowledges 
its family of advertisers on its fifth and 
happy anniversary. Their cooperation 
has been a constant source of encour- 
agement and, it is upon the foundation 
of their loyalty that The Feed Bag has 
been able to build itself to new heights 
in the feed trade with each succeeding 
issue. It is our sincere desire that the 
mutual relationship between the adver- 
tisers, The Feed Bag and our many 
readers will continue for many years to 
come and that each of us shall continue 
to help the other to greater success. 
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SIMPLE, COMPLETE 
AND MAGNETICALLY 
AUTOMATIC .... 


Mechanical 
Contraptions Wanted 
or Needed 


The Stearns Type FT High Duty Magnetic 
Separator is simple, complete and magnetic- 
ally automatic; it is entirely free of all me- 
chanical contraptions, (sometimes necessary 
to the successful operation of equipment of 
this nature). It requires no special pulleys, 
belting, ropes, chains or other devices. 


The complete separator, as illustrated, is at- 
tached directly to feed table. When tramp 
iron has collected it is released by cutting off 
current which automatically springs the trap, 
dropping collected iron and preventing its 
dispersal into the grain. Turning on current 
magnetically closes the trap; no resetting 
device of any kind is needed. 


The Stearns Type FT is the only magnetic 
separator of its kind possessing this remark- 
able, magnetically automatic feature, fully 
covered by pending patent application. It is 
purposely made simple and compact for the 
needs of small flour and feed mills, and pro- 
vides positive protection against the dangers 
of tramp iron. 


Get the complete facts, return the coupon. 


Write for this valuable bulletin 
on Magnetic equipment for flour, 
feed, and cereal mills. 


THE FEED BAG—JULY, 1930 


OPEN 
Showing separator 
with open. Cut- 
ting /current by 
Opening switch, re- 
leases trap; collected 
= iron is dropped 
ofhammer mill. 


CLOSED 
Separator with tra 
closed. Closing swite tch 
automatically throws 
trap into closed posi 

tion. No | 
devices required to re- 
set & 


Provides Positive Protection against Tramp Iron. 


HIGH: 


MAGNETIC SEPARATORS 


MAGNETIC MFG. CO., 277 23rd Ave., Milwaukee, Wisconsin. 


Please send me Bulletin 90 and facts on FT Separator. 
Name 
Company 


Width of Spout Capacity 
Kind of Material Electric Current 
DC Voltage 


Address. City State 
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Quaker 
FUL-Q-PEP 


Pourrny FEEDS 


UCCESS of every feed dealer de- 

pends upon three vital things—the 
merit of his product, his treatment by 
the maker of the product, and the atti- 
tude of his customers toward the prod- 
uct. When the product is superior and 
quick-moving, the manufacturer liberal 
and helpful, and the customers thor- 
oughly “sold,” the dealer’s position is 
ideal, and his prosperity assured. 


That’s the case with Quaker Dealers. 
Quaker Feeds, made of the finest mate- 
rials in modern plants from carefully 
tested scientific formulas, are recog- 
nized everywhere for their exceptionally 
high standards of excellence. They have 


been “best sellers” for generations. 


LOYAL CUSTOMERS 
A GREAT PRODUCT 


and 


A FRIENDLY HOUSE 


The Quaker Oats Company supports 
its dealers in every way possible—by 
national and local advertising, by sales 
helps, by diligent research. It makes 
prompt shipments (flour and feed in 
the same car). 


And the customers? The ever-in- 
creasing business in Quaker Feeds, and 
many thousand letters from farmers, 
stockmen and poultry raisers, attest the 
high regard that is held for these feeds 
by the men who buy them. 


In all, everything connected with 
being a Quaker Dealer is highly satis- 
factory for the dealer. May we explain 
in detail some of the many advantages? 
A card will bring you the information. 


THE QUAKER OATS COMPANY, Chicago, U.S.A. 
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A FEW 
OPEN LETTERS 


Last year we used this editorial page 
in the July issue to address a few let- 
ters to the new and retiring presidents 
of several of the largest feed trade organizations in the 
ccuntry. Today we are going to write a message to all the 
members of these organizations rather than only to their 
executives. We feel that all the members of the organiza- 
tions concerned have demonstrated their interest and willing- 
ness to work for the general good of their industry to a 
greater extent this year than ever before. We feel that the 
presidents, secretaries, other officers and committee chair- 
men are no longer required to do it all. This is proof that 
we are making real progress. 


A COMMENDABLE 
MOVEMENT 


Feed manufacturers have been get- 
ting together to play at French 
Lick and other places for many 
years but it now seems as if they are at last going to get 
together for the general good of the entire industry—feed- 
er, dealer and manufacturer. As we write, more than 170 
feed manufacturers have pledged themselves tc discontinue 
price guarantees and long term bookings. Most of the 
pledges are conditional ones but through the hard work 
of a committee of the American Feed Manufacturers asso- 
ciation, headed by C. P. Clark, it looks as if all the condi- 
tions will be met. Price guarantees.and long term book- 
ings, which involve speculation, are fundamentally unsound 
and it will be a mighty good thing for all the feed industry 
if they can be eliminated. 


ETHICS FOR In the four years embracing its history, 
RETAILERS the Central Retail Feed association has 


sponsored many things of benefit to the 
feed industry. The past year it has been interested in bet- 
ter trade practices and as a result a code of ethics was 
adopted at the annual convention which was held at Mil- 
waukee recently. There is nothing new in the code of ethics 
but it presents, in brief and easy to read form, a set of rules 
for the guidance of the retail feed industry. ‘The members 
of the Central Retail Feed association expect to live up to 
these rules and all firms who do business with these deal- 
ers should encourage them in every possible way. 


* * 


NEW REGIME 
IN OHIO 


In Ohio last year, the Ohio Grain Deal- 
ers association changed its name to Ohio 
Grain, Mill & Feed Dealers association. 
This year it changed its constitution to include feed mill- 
ers and dealers in its official staff. The association’s con- 
vention program was also arranged to give considerable at- 
tention to feed problems and all indications are that the 
Ohio organization is ready to assume as important a place 
in the feed industry as it always has maintained in the grain 
trade. Much credit is due to the foresight of the associa- 
tion’s officers and particularly to the able secretary, Bill 
Cumniings. 


ALWAYS ON The 
THE JOB 


Eastern Federation is the oldest 
strictly retail feed trade organization of 
the country and is always on the job. The 
past year, under the direction of its aggressive president, 
Fred M. McIntyre, the federation has led the feed trade in 
opposition to some of the practices of the federal farm board. 
This has been a big task in itself but, in addition, the federa- 
tion found time to enlarge its field of operations, increase 
its membership and sponsor the exchange of merchandis- 
ing and advertising business methods within its ranks. 
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SUPPORT YOUR All of the organizations in the feed 
ORGANIZATION trade have planned a definite, con- 

structive program to improve the wel- 
fare of the industry and increase the business of each indi- 
vidual engaged in it. The plans are laid and now the suc- 
cess of the work will depend on the moral and personal 
force hack of it. This force, can come from none other than 
the membership of the organization. And the larger the 
membership, the greater will be the benefits derived for 
each individual. The feed trade, if it hopes to beat down 
destructive forces, must unite and cooperate. 

All of the organizations open to membership have proved 
their merits by past achievements, and are well worth the 
support of every man engaged in the feed business. The 
programs under way are of vital importance to the welfare 
of each individual firm. Send your application for member- 
ship to the headquarters of your organization today. Re- 
member, that upon you and your support depends the future 
of the feed industry. 


WE THANK 


The publication of this issue completes 
OUR READERS 


the first full five years of life for The 
Feed Bag. These years have been full 
of hard work and many trials for all the members of The 
Feed Bag staff but the loyalty of a steadily increasing 
number of readers and the encouragement of a growing 
clientele of regular advertisers have made them very happy 
ones. In five years time, The Feed Bag has grown from 
a paper of 24 to one of 72 pages and as it has grown, it 
has steadily increased its service ta the feed industry. We 
plan to continue and expand this service in the years to 
come but this month, on our fifth birthday, we pause to 
express our thanks to the readers and advertisers who have 
made our life and growth possible. 


MANY INTERESTED The Feed Bag has received 
IN SUMMER FEEDING more favorable comments with 

respect to the contents of its 
May issue, featuring summer feeding, than any other num- 
ber to date. The majority of the comments, too, specifically 
mention the article which we headed: “Does It Pay to Use 
Feed on Pasture? Cows in Test Say, ‘Yes’.” 

This article describes a test which was completed at 
one of the largest experimental farms in the country and 
which proved how profitable it is to feed a grain ration to 
cows on pasture. Since publication, many of our readers 
have asked where and by whom the test was conducted. 
Feed dealers, feed manufacturers and even college professors, 
including E. S. Savage, of Cornell university, wrote The 
Feed Bag for more information. 

There is no secret about where or by whom the test 
was conducted. It was at the research farm of the Larrowe 
Milling Co., Detroit, and under the direction of Charles 
Staff, vice president of the firm. 

The commercial feed used in the experiment was, of 
course, the regular 20 per cent Larrowe dairy ration. 

We visited the Larrowe farm one day, found out about 
the experiment and asked permission to publish a report 
of the test in The Feed Bag without giving credit to the 
Larrowe organization. We did not want the story to look 
at all like a publicity article and the Larrowe executives 
quickly granted our request. Now, however, there has been 
so much interest in the article that we want all our readers 
to know where and by whom the work was done. 

We herewith credit the Larrowe Milling Co. for one 
of the most interesting and constructive experiments in ani- 
mal nutrition about which we have ever had the privilege 
of publishing’ an article. 
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CASH PAY for the 
Miracle Molasses Process! 


Pay for this wonderful cold molasses process en- 
tirely out of your profits. We have found that 
the credits we have extended in the sale of the 
MIRACLE MOLASSES PROCESS are 100% 
good —everybody makes money and is enabled to 
pay for the process out of their profits. 


So if you have the grinding equipment— it does 
not matter what kind of grinding machines you 
may have—we will sell you the size MIRACLE 
MOLASSES PROCESS you may need without 
any cash payment and give you two years in which 
to pay for it. 


If you have no grinding equipment we will sell you the most efficient, largest producing and 
best built hammer mill, THE MIRACLE ACE HAMMER MILL, on terms that will enable 


you to soon pay out on it. 


Remember our Service Department will tell you 
all you have to know about making sweet feeds, 
all about how to do, for the first time, custom 
sweet feed milling. There are no secrets about this 
business. We will show you how you can make 
better and cheaper sweet feeds than are or can be 
shipped into your community—no competition to 
fear. 


Here is your opportunity to get into the most 
profitable part of modern day milling—more 
millions have been made out of manufacturing 
the balanced sweet feed ration than ever were 
made out of flour milling. 


Write us at once, today, about your situation and requirements, let us send 
our booklet, the ‘‘Miracle Sweet Feed System,”’ and follow it with one of 
our engineers to figure on your installation. 


THE ANGLO AMERICAN MILL COMPANY 
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THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 


270-300 KENNADAY AVE. 


OWENSBORO, KY. 
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Sell Patrons Profitable Feeding 
Central Dealers Advised 


Large Class Hears Professors Lecture at Convention School 
Animal Nutrition, Fertilizer, Seed Problems Are Explained 


\TUDY the history and specific pur- 
poses as well as the type of soil 
in recommending fertilizer to your 

customers. 

Sell clean, tested seeds which are 
approved by your state authorities and 
you will greatly assist the farmer in 
producing better crops and making 
greater profits. 

Provide your customers with a pro- 
fitable ration, not merely a feed; you 
will help them prosper, and they will 
be able to give you more business. 

These three lessons were emphasized 
by Professors C. J. Chapman, A. L. 
Stone and G. Bohstedt, University of 
Wisconsin, at the Busy Dealers’ Feed- 
ing school held during the Tuesday 
mecrning session of the Central Retail 


Feed association convention at the 
Schroeder hotel, Milwaukee, June 16 
and 17. Approximately 200 dealers 


heard the lectures and took part in the 
discussions which followed. It was the 
largest class in the history of the feed- 
ing school. 

Professor Chapman opened the ses- 
sion with a discussion on fertilizers. 

“In these days of crying farm relief 
he declared, “it isn’t so much a matter 
of overproduction as economical pro- 


” 


duction. The farmer who can produce 
at the lowest cost makes the most 
money. The proper application. of fer- 


tilizer to soils enables him to produce 
crops with greater economy. 

“Tt is hard to understand why many 
farmers will place their inoney in wild 
cat schemes and will buy stock in com- 
panies about which they know nothing 
when they have an opportunity to in- 
vest soundly and safely right on their 
own farm. If seems to be a sort of 
mania.” 

Fertilizer Increases Profits 

Professor Chapman recalled an ins- 
tance wherein a farmer increased his 
potato crop income from $75 to more 
than $300 by the application of fertili- 
zer. 

“Can you find an investment that will 
bring greater returns than that?” he 
asked. “It is your duty as a dealer to 
show the farmer that he is foolish to 
risk his money in wild schemes when 
he can realize so handsomely at home. 
Play this up to the farmer. It will help 
him. and create more business for you. 

“In recommending fertilizer,” Pro- 
fessor Chapman said, “just use good 
common sense. Do not merely learn 
the type of soil on which it is to be 
applied, but study the past history of 
that ground and get the conditions sur- 
rounding it. Then you can suggest a 
fertilizer that will bring excellent results 
for the farmer.” 

Professor Stone explained the Wis- 


consin seed and weed control program 
of which he is in charge and appealed 
to the dealers to cooperate by hand- 
ling only clean, tested grains. 

He pointed out that Wisconsin farm- 
ers are annually losing $45,000,000 from 
weeds, which are largely spread by im- 


Dr. Bohstedt 


This is the third consecutive 
year the Central Retail Feed 
association has conducted the 
‘“‘Busy Dealers’ Feeding 
School”’ at its annual conven- 
tion. Each session attracts 
more interest and a larger 
crowd of dealers. Be sure to 
read the facts presented at 
this year’s school. They will 
help you greatly in your busi- 
ness. Dr. G. Bohstedt shown 
above has been a regular pro- 
fessor of the school since its 
inception. 


pure seeds. He urged the dealers to 
assist in reducing this loss. He sug- 
gested that the establishment of a re- 
liable seed cleaning service by at least 
one dealer in a county would be an ef- 
fective means of helping to control the 
weed menace, since it was discovered 
that a large portion of the weeds were 
spread as a result of the trading of im- 
pure home-grown grains among farm- 
ers. 
Knocks “Bargain” Seeds 

Professor Stone condemned the ‘“bar- 
gain seed houses” which shipped grain 
into the state and asked the dealers 
to cooperate in educating the farmers 
against purchasing from sources other 
than reliable firms. 

He called attention to two complaints 
which seedsmen often hear from their 
customers. One is the disappointment 
often experienced by a farmer who 
plants pure alfalfa seed in a field and 
finds that when it springs up it con- 
tains sweet clover. Professor Stone ex- 
plained that this is not, in most cases, 
the fault of the seed. Sweet clover, it 
has been discovered, may remain in the 
soil for many years before it sprouts. 
He told the dealers to acquaint the 
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farmers with this fact and thereby es- 
cape the blame of which they are often 
innocent. 

The second complaint frequently 
heard, ‘according to Mr. Stone, is that 
a field of alfalfa contains more than 
50 per cent sweet clover. He suggested 
that the proper way to convince the 
farmer that his estimate is wrong is 
to measure a four foot square and to 
count the number of sweet clover plants 
as compared to the alfalfa. This test 
will show the farmer that his figure is 
entirely too high and will absolve the 
dealer from further blame. 

Professor Stone closed his lecture 
with a request for opinions on the sum- 
mer seed conference which was former- 
ly held every year between state au- 
thorities and the seedsmen, but was re- 
cently discontinued. He suggested the 
revival of the plan. 

Roughage Influences Results 

Professor Bohstedt opened his iecture 
with an appeal to the dealers to assist 
the farmer in growing proper hay crops 
to supplement the grain rations which 
they sell to him. He pointed out that 
the success of a feed depended much 
upon the roughage used with it. 

“Sell the farmer something more than 
grain. Sell him profitable feeding,” 
Professor Bohstedt urged. 

The proper method of feeding hogs 
was discussed by Professor Bohstedt. 
He recommended the use of tankage, 
alfalfa and linseed meal for fall pigs 
and pointed out that sows milk was not 
sufficient as a ration in itself and that 
it invited anemia among the sucklings. 
The proper feeding supplements were 
recommended as a preventive. 

Following his talk Professor Boh- 
stedt answered questions asked by the 
dealers. The queries and the answers 
follow: 

Endorses Summer Feeding 

Can dealers safely recommend sum- 
mer feeding? 

Yes, we do believe in feeding a cow 
grain on pasture. Grass nasn’t enough 
starch or energy. When the grass is 
lush during the early pasture season it 
is not necessary to supply the cow with 
a feed high in protein. As the season 
progresses and the grass becomes more 
dry it is a good plan to gradually in- 
crease the protein content. 

The more milk a cow produces on 
pasture the more nearly she should be 
fed the ration which she received dur- 
ing the winter months. Feed the heavy 
producing cow generously even when 
on pasture. 

Have you fed irradiated yeast to 
cattle and with what results? 

We have conducted some experiments 
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Semi-Solid 
Buttermilk, 


CUSTOMER CONFIDENCE 
The Great Sales Builder 


No dealer, no matter how large nor how small, can 
exist and prosper unless the buying public has 
confidence in the merit of the products he sells. 


Sell the Produet that Won’t 
Come Back 


To the Customer Who Will 


Each customer must be so well satisfied with the 
results obtained from the article he purchases that 
he will return for more and so enthusiastic that 
he will teil his neighbors about your store. 


Many dealers today owe the major portion of 
their success to the health-building qualities of 


Semi-Solid 


Because for sixteen years it has been and still is 
producing wonderful results for poultry and live 
stock raisers the country over; making money for 
dealers and is backed by a square dealing organiza- 
tion, interested in seeing that their product makes 
good with the dealer who sells it and the customer 
who buys it. 


You, too, can avail yourself of this oppor- 
tunity to build a continuously prosperous 
and growing business by writing for our 
dealer proposition in your territory. 


CONSOLIDATED PRODUCTS CO. 
2400 Lake Park Avenue Chicago, Ill. 


Page Twenty-four 


THE FEED BAG—JULY, 1930 


with irradiated yeast but as yet have 
not obtained any definite results which 
we are ready to announce. 

* * 

Is mineral feed worth the price?. 

Yes and no. I can show you cases 
in which minerals were worth hundreds 
of dollars. Minerals are a priceless feed 
in instances where the animal really 
needs them. On the other hand I could 
show you rations in which the minerals 
aren't worth a cent. It all depends on 
conditions. 

* 

What makes February pigs hecome 
runty or scrubby? 

The reason is frequently lack of iron. 
February pigs are usually compelled to 
subsist on sows’ milk, and consequently 
do not receive enough iron. They be- 
come anemic, runty and scrubby. Fall 
pigs should be fed alfalfa meal, tank- 
age or linseed meal which are rich in 
iron. This will prevent the trouble. 
Spring pigs usually obtain enough iron 
from pasture. 


KASCO SALES CONVENTION 

Numerous practical talks and enjoy- 
able entertainment featured the annual 
sales convention held by Kasco Mills, 
Inc., Toledo, June 12 and 13. The meet- 
ing was opened with a word of greet- 
ing by Frank Bowes. ‘Talks were given 
by E. H. Kieser, T. S. Troxell, E. H. 
Goldner, H. C. Wickens and G. M. 
Standish during the first day’s session. 
The Kasco staff enjoyed a moonlight 
ride on the Steamer Greyhound in the 
evening. Talks on feed problems and 
salesmanship featured the second day’s 
sessions and the convention was con- 
cluded with an inspection of the Kasco 
mill, a banquet in the evening at La 
Tabernilla and open house at the Hotel 


Waldorf. 


WALTER UEBELE, Burlington, 
Feed Co., Burlington, Wis., president of 
the Central Retail Feed association, re- 
turned June 25 from a week's fishing 
trip in Northern Wisconsin. He re- 
ports that the “muskies” weren't biting, 
but that the pike, pickerel and bass 
were plentiful. Of course, several of 
the biggest fellows got away. 


JOHN KRUENEN Coop. Exchange, 
Cedar Grove, Wis., is spending a three 
weeks’ vacation in the West. 


ED. REINEMANN, Reedsville, Wis., 
is making an extended tour of Europe. 


WM. FRANK, Jefferson Flour & 
Feed Mill, Jefferson, Wis., reports that 
business has been very good in his lo- 
cality this season, especia'ly in poultry 
feeds. 


CENTRAL FEED & PRODUCE 
CO., Kirkwood, Ill., was destroyed by 
fire recently with an estimated loss of 
$25,000. 


JOHN, H. EBELING MILLING 
CO., Green Bay, Wis., has remodeled 
its milf and installed new equipment. 
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Feed Men Announce Organization 
Of Merchandising Council 


New Body Will Devote Efforts Toward Better Business 
Cooperation of Entire Industry, Allied Trades Invited 


ORMATION of an organization 

to be known as the National Feed 

Merchandising council, not incor- 
porated, is now in progress as a result 
of activities of the committee of seven 
which was appointed at the last conven- 
tion of the American Feed Manufactur- 
ers association, to develop and follow 
through with the plan to eliminate bad 
trade practices in the feed industry. 

“The National Feed Merchandising 
council,” according to C. P. Clark, 
Quaker Oats Co., Chicago, chairman 
of the committee, “has for its ambition 
the improvement of trade practices in 
the feed industry. It came into being 
as a result of a series of heart to heart 
meetings between feed manufacturers, 
feed dealers and feed users. 

“When organization is completed, the 
members will include feed manufactur- 
ers, feed dealers and their organiza- 
tions, farmers’ organizations and rep- 
resentatives of the College Conference 
board, the agricultural press and the 
feed press. 

“The council does not seek a penn 
of profit for itself. It asks no dues. 
It seeks no financial contributions. It 
seeks, simply and confidently, only the 
cooperation of those who want to help 
themselves by helping the entire feed 
industry. 

“The council is pledged to a con- 
tinued and earnest study of ways and 
means by which better business may 
be assured the feed consumer, the feed 
dealer and the feed manufacturer. The 
first action of the council has been di- 
rected at what everybody has long re- 
cognized as tremendous obstacles to the 
expansion and profit of the industry— 
the elimination of price guarantee and 
long term bookings. This is the start 
and the success of this initial work is 
assured by two things: (1) the eco- 
nomic soundness of the plan, (2) the 
approval it has from the entire indus- 
try and this includes the consumer.” 

The original committee of seven has 
now been at work on a plan to elimin- 
ate price guarantees and long term 
bookings since May 24 and the latest 
report is that more than 195 manufac- 
turers, thousands of farmers, through 
their organizations, and feed merchants, 
individually and through the Eastern 
Federation, of Feed Merchants, have en- 
dorsed this movement. 

The National Feed Merchandising 
council is intended tc become an organi- 
zation which will actively carry on 
much good work for the feed industry 
and feed consumer which might other- 
wise be given no attention. It will 
wield large influence because of its 
varied make-up, which includes not just 
mamtfacturers, just dealers or just 


* 


profitable, and 


and hospitality, 


ment programs, 


To the following speakers: 


Paul Cooper, novelist, 


The Resolutions 


WHEREAS, long term booking and the practice of guaranteeing feed prices 
against decline have led to undue speculation in all branches of the industry resulting 
in a higher level of feed prices than would otherwise exist, restricting consumption 
of feeds and restraining the natural growth of the feed industry, therefore 

BE IT RESOLVED that the Eastern Federation of Feed Merchants in convention 
assembled at Cooperstown, N. Y., June 30, 1930, herewith endorses the work of the 
National Feed Merchandising Council, which has been organized by consumers of 
feed, feed manufacturers, and feed merchants for the improvement of trade practices 
within the industry, and places itself on record in opposition to the wasteful practices 
of long term booking and price guarantees. 


WHEREAS, the convention of the Eastern Federation of Feed Merchants as- 
sembled at Cooperstown, N. Y.,on June 30 and July 1, has been enjoyable and 


WHEREAS, this has been made possible through the efforts of the Otesaga 
Hotel, Cooperstown Chamber of Commerce, the speakers, entertainers, and firms and 
individuals connected with the trade, therefore 
i BE IT RESOLVED that the delegates assembled express their sincere apprecia- 
tion to the following for their contributions and efforts: 

To the Otesaga Hotel, its management and employees, for friendly cooperation 


To the Cooperstown Chamber of Commerce for its assistance, 
To Bruce L. Hall and the members of his committee for the pleasing entertain- 


To Mrs. Amy Truex Strong, chairman of the ladies’ committee, 
To the National Molasses Co., which furnished a band, 


Charles A. Quinn, secretary of the Grain & Feed Dealers National Association, 
C. P. Clark, chairman of the National Feed Merchandising Council, 

W. P. Carroll, federal grain grading department, ° 

David K. Steenbergh, managing editor of The Feed Bag, 


And all others who contributed to the success of the convention. 
BE IT FURTHER RESOLVED that a copy of these resolutions be sent to each 
organization, firm or individual mentioned therein. 


* 


farmers, but all the groups which are 
interested in making, selling and using 
feed at a profit. At some later date, 
it may even go so far as to develop a 
plan and carry on a campaign to in- 
crease the market for the ultimate pro- 
ducts of feed—eggs, poultry, milk, but- 
ter and cheese. 

Members of the committee of seven 
sponsoring the National Feed Merchan- 
dising council, in addition to Mr. Clark, 
are A. F. Hopkins, Charles M. Cox 


Mutual Millers to Meet 
August 21 and 22 


Officers of the Mutual Millers & 
Feed Dealers association are making 
plans for the 15th annual convention, 
which will be held at Conneaut Lake 
Park, Pa., August 21 and 22. An in- 
structive and entertaining program will 
be arranged for the event, C. C. Folts, 
secretary, reports. Mr. Folts is obtain- 
ing speakers who will discuss pertinent 
problems of the industry and is plan- 
ning several entertainment features 
which will assure a good time to all 
who attend. 


The association heid its convention 
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Co., Boston; C. N. Barrett, Northrup, 
King & Co., Minneapolis; M. O. Wil- 
son, Tioga Empire Feed Mills, Inc., 
Waverly, N. Y.; M. M. Nowak, Nowak 
Milling Corporation, Hammond, Ind.; 
J. H. Badenoch, J. J. Badenoch Co., 


‘Chicago; A. E. Lippelman, Ubiko Mill- 


ing Co., Cincinnati, Ohio; Van Roy 
Miller, Nutrena Feed Mills, 
Kansas City, Kans., and C. B. Fret- 
well, Spartan Grain & Mill ‘Co., Spar- 
tanburg, S. C. 


at Conneaut Lake Park last year and 
was so well pleased with the surround- 
ings that the same location was again 
selected. More than 100 dealers and 
millers were present at the 1929 meet- 
ing. This attendance mark is expected 
to be exceeded by far this year. Mr. 
Folts urges all millers and dealers to 
make plans now to attend. Further de- 
tails of the meeting will be announced 
in the August issue of The Feed Bag. 


LOUIS METZ, Syracuse, N. Y., 
general manager of Empire’ Molasses 
Co., has moved his offices to' the Wool- 
worth building, Watertown, N. Y. 
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Convention Sidelights 


Observed at Annual Meeting of Eastern Federation 


By W. A. 


Stannard 


T is not often that golf fans have an 
opportunity to play their favorite 
game to band music. The National 

Molasses Co. provided a band which 
played throughout the afternoon on 
June 30 and several of the golfers said 
that they made record scores because 
they kept time to the music. 

* 


Among the long distance delegates 
were: 

Emory L. Cocke, Atlanta, Ga.; J. H. 
Scott and his wife, San Francisco, Cal.; 
Charles M. Struven, Jr., Baltimore, 
Md. Chicago sent Mr. and Mrs. W. 
D. Walker, C. P. Clark, and L. F. 
Brown. David K. Steenbergh came 
from Milwaukee, while Charles Quinn 
hailed from Toledo, Ohio. 

One of the vagaries of the situation 
is that some nearby dealers did not at- 
tend while others crossed the continent 
to share the benefits of the convention. 

x 

Old friend Harry Elwood of Buffalo 
missed the convention for the first time 
in years. He was in the hospital and 
the doctor wouldn’t let him out. He 
sent George Ayrault and wife to repre- 
sent him. 

* 
John A. Reynolds, Albany, was 
chairman of the golf committee. He 
had never attended a convention be- 
fore and was very nervous for fear he 
wouldn’t feel at home. Before he had 
been at Cooperstown a half an hour 
every golf fan delegate was calling him 
by his first name and he was a busy 
man for the rest of the time. He 
surely knows how to run a golf tourna- 
ment. 

If some of the members who took 
part in the Federation Troubador mu- 
sical stunt at the banquet could have 
seen themselves as their friends saw 
them they would be laughing yet. But 
apparently they enjoyed it, too. Some 
of them laughed so heartily they forgot 
to whirl the musical clappers. 


Fred McIntyre was given a great 
hand when he gave his report. The 
delegates called him the “Militant Pres- 
ident”. He hasn’t stopped blushing yet 
from the flattering comments he over- 
heard. 

* 

Lou Brown said it was the best con- 
vention since the federation was started. 
But then, Lou has attended every con- 
vention in 14 years and has said the 
same thing about all of them. We 
hope he is sincere and that we are real- 
ly improving each year. 

* 

Dave Steenbergh is getting a repu- 
tation as a humorist. He will be start- 
ing a comic section in The Feed Bag 
next. The delegates are still smiling 
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over some of the stories he told during 
his convention talk. 
* * 

Flory Milling Co., Bangor, Pa. 
planned a pleasant surprise for the feed 
men but fate intervened and thwarted 
them. They had arranged with the 
New York Herald Tribune to furnish 
copies of the newspaper each day of the 
convention. It happened, however, that 
the lumber dealers held a convention 
at Cooperstown a few days earlier and 
the newspaper mixed the dates so that 
the lumbermen received the papers in- 
tended for the feed dealers. However, 
we thank the Flory Milling Co. just 
the same. 

* x 

Frank Young, Alden, has added an- 
other store to his “chain”. This is the 
third place he operates. Frank is a 
busy man. When he runs out of jobs 


at the mill he goes around the country 

organizing local feed clubs. He started 

two more on their happy way recently. 
* x 


The weather man and the committee 
must have had an understanding. On 
Tuesday it rained all morning but it 
let up just as the boat trip on Lake 
Otsego was begun. The weather dur- 
ing the trip was perfect. Fifteen min- 
utes after the delegates returned to the 
hotel the storm broke again and con- 
tinued throughcut the night. Who says 
feed men aren't lucky? 

* 


Never saw so many ladies at a con- 
vention. And they all had a great time. 
Mrs. Amy Truex  Strong—George 
Strong’s wife, you know, was respon- 
sible for their program and she deserved 
a lot of credit. 

* Ox 

Bruce Hall seemed to have about 40 
pairs of legs and as many pairs of 
hands. He was everywhere doing every- 
thing all of the time. As chairman of 
the entertainment committee he had his 
hands full, Thanks for the wonderful 
time, Bruce. 


Expansion Program Planned 


By Eastern 


PROGRAM to expand the East- 

ern Federation of Feed Merch- 

ants and make its activities more 
important to its members is being ar- 
ranged by a _ special committee under 
the chairmanship of Frank J. Young, 
Alden, N. Y. Other members include 
Frank Mayer, Oneida, N. Y.; John O. 
Yeomans, Coxsackie, N. Y.; Reeve Har- 
den, Hamburg, N. J., and Albert J. 
Thompson, Wycombe, Pa. 

Fred M. Mcintyre, president of the 
federation, in outlining the proposed 
program, said: 

“While the final plans for expanding 
the federation are to be left to the com- 
mittee, I want to suggest one method 
that might be followed to increase the 
efficiency of our organization. The com- 
mittee will solicit suggestions from all 
members and include the best features 
of all of them in their final recommen- 
dations. 

“I propose that a board of governors 
be appointed, one from each county in 
New Jersey, New York and Pennsyl- 
vania. In some sections it may be ne- 
cessary to combine two or more coun- 
ties into one unit. The board of gov- 
ernors would be appointed by the execu- 
tive committee, subject te approval of 
the entire board of directors. 

“The duties of the governors would 
be to organize in each territorial dis- 
trict a local feed club which would meet 
at regular intervals: This would bring 
the entire trade together frequently and 
would make it possible for the federa- 
tion to get a quick response to all im- 
portant communications. 

“Such a plan would strengthen the 
whole trade. The local dealers would 
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Federation 


have a friendly contact with their im- 
mediate neighbor dealers. The federa- 
tion would benefit because it would 
have a large membership to demon- 
strate the strength of the trade in case 
cf controversial issues in legislative or 
other circles.” 


Mr. McIntyre did not discuss the 
mechanics of the plan other than to 
recommend that as soon as a governor 
had brought together 10 dealers in his 
territory who were members of the fed- 
eration, the unit would then be chart- 
ered as a district club. The members 
would pay the federation the usual dues 
but would be allowed $5.00 for their 
own expenses. 


“Under such an arrangement,” said 
Mr. McIntyre, “the individual dealer 
would pay dues to only one organiza- 
tion instead of to each group separately. 
The treasurer of the local club, how- 
ever, would have a larger net income 
than under the present arrangements in 
most of the local units. Each member 
would be affiliated with the Grain & 
Feed Dealers National association, 
would receive the publications, Who's 
Who in the Trade and The Feed Bag, 
and would be a full member of the fed- 
eration. 


“T believe a plan of this sort will 
greatly simplify our work, avoid over- 
lapping of effort and will provide an in- 
come suitable to efficiently carry on an 
enlarged program of benefit to the 
whole trade.” 


The federation expansion committee 
will make a final report at the mid- 
winter meeting unless it completes its 
survey earlier. 


| 
' 
d 


MeINTY¥RE 


Dall. 


Page Twenty-seven 


ANNIVERSARY CONVENTION SECTION 
YCENTRI ET PERE ASSOCIATION _QHIO-GRAIN, MILES FEED. RS. ASSOCIA TIONY 
THE FEED BAG—JULY, 1930 


VITAMIZED 
WITH 
SUNSHINE 
a 
€ 


Page Twenty-eight THE FEED BAG—JULY, 1930 


A 

andy 
ae 

and 

Ane cost o\ ihe 

pre yan 

yea 

cro 


T. Manard ASW, McC lelland. E. J, Housem 


THE FEED BAG—JULY, 1930 Page Twenty-nine 


‘ 

ip 
| 


FOR 


Accurate Feeding 
USE 


“Wine Tone Feeder. DRA VERS Individual Drive 


where other power not available 


Measured Capacity Assures Efficient Operation 


Draver Feeders are used to assure a positive maximum capacity flow to hammer and 
attrition mills, conveyors, elevators, driers, sifters, scalping screens. and to other machines in 
your mill, where full capacity is a necessity, an overload, a danger to your equipment, and 
underload a loss in dollars on the investment. 


Draver Feeders have a positive feeding action that assures accuracy, are flexible because 
of simple adjustment that can be regulated while feeders are operating and will feed any ma- 
terial that you can spout to them as the inlets and outlets are wide open at all times, and can- 
not become choked. They are modern machines designed right and built right with exelu- 
sive features such as scientifically designed and arranged wings with various types of pockets 
for the accurate feeding of specific materials, in connection with percentage test valves, and 
the Draver One Belt Master Drive for group variable speed and control. 


Draver One-Belt Master Drive 


The ‘*Draver’’ Master Drive is designed for operating ‘Draver’’ Feeders in batteries or 
gangs. With the Master Drive, from two to twenty-five Feeders can be operated with only 
one belt, this driving the Master Drive which in turn imparts the power to each individual 
Feeder through the patented Rocker Shaft. This does away with numerous belts or chains 
necessary with other methods of driving and makes the construction of hoppers and spouts 
above the feeders much easier. 


The accuracy and dependability of Draver Feeders and Master Drives have been 
proved daily for years in the largest mixing and blending plants in the country. Let us tell 
you how you can use one or a battery of Dravers with perfect results. 


Catalog No. 42FB illustrates the Entire ‘“‘Draver’ Line. 


Established 1872 


431-437 South Clinton Street 
Chicago, Illinois 


Manufacturers of 


“‘Draver” Style 


Double Acting Feeder 


Bar-Nun Grinders, Vibrox Packers, LePage Corrufgation, 
Edtbauer Net Weighers, Juby Drives 


‘*Draver’’ Master Drive 


with Engine Eccentric 
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GRADUATING SCALE \ = 


“SPRINGS”: 


8. W. Bawards 
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200 Keed Manufacturers 
Wrong? 


Widespread Acceptance Proves Merit of NOPCO Plan 


HE EXPERIENCE of nearly five hundred feed manufacturers has demon- 
strated conclusively that the Vitamin requirements can be supplied at less Y 
cost per ton of feed mixed when NOPCO-X or NOPCO-XX is used. Many of 


these manufacturers make feeding tests in their own laboratories and on experiment- 


al farms before standardizing on NOPCO. 


We Help Boost Your Brand 


NOPCO Guarantee Certificates to be used in the feed bags 
are supplied without charge to users of NOPCO-X and 
NOPCO-XX. 


A persistent campaign of national advertising in the lead- 
ing poultry papers has educated the feed-buying public to 
“look for the NOPCO Guarantee.” 


Unproved Products versus 
Norco Dependability 


Can you afford to use products of uncertain merit which 
have yet to prove their practical value, when NOPCO-X 
and NOPCO-XX have demonstrated their practical worth- 
whileness and their extremely low cost per ton of finished 
feed? 


Before you sign any orderor delivery contract, get the com- 
plete details of the NOPCO plan. Write today for full 
particulars. 


Will You Attend 
World’s Fourth 
Poultry Congress 
July 22-30 
London, England? 
Our Mr. Franklin Fader 
will be there. He is well 
informed on the feeding 
of cod liver oil and will be 


glad to discuss these mat- 
ters with you. 


NATIONAL OIL PRODUCTS COMPANY... 


EXECUTIVE OFFICES HIARRISON, N. J. BOSTON. MASS. CHICAGO. ILL. 
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Actual results on the farm are 
building sales and profits for 
the International Dealer .... 


A prize winning Wiscon- 
sin flock, raised on Inter- 


national Health Mashes. 


OTICE the prize 

winning flocks, lit- 

ters and herds this fall. You’ll find that Inter- 

national Sugared Feeds, and International 
Health Mashes, are well represented. 

Actual results on the farm— better 

returns for the feeder at lower cost—are the 


INTERNATIONAL 


real reason for the steady increase in Inter- 
national sales. 

You can profitwith International in 1931, 
and lay the foundation for a steady repeat bus- 
iness—a growing list of satisfied customers. 

International Sugar Feed Company, 
Minneapolis, Minn., and Memphis, Tenn. 


Sugared FEEDS 
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Prominent Wisconsin Dealers 
Endorse Darling’s Meat Scraps 


“‘Always Come Back to Darling’s’’ 


‘‘Darling’s Meat Scraps and Tankage are no 


WALTER F. UEBELE., presi- doubt the best on the market. We have used 
other brands that are priced the same and 
Association and proprietor of ye 

the Burlington Feed Company, some even cheaper than Darling’s, but have 


Wis. always gone back to Darling’s Meat Scraps 


and Tankage because we think they are the 
best.” 


“Costs a Little More---But Worth It’’ 


‘For several years we have used nothing but 
Darling’s Meat Scraps, Tankage and Bone 
Meal in our mixed feeds for poultry and 
pigs. They are absolutely the best on the 
market. They cost a little more than the 
Meat Scraps put out by some small com- 
panies, but we feel that they are worth it.” 


BENTLEY DADMUN. presi- 
dent of the Dadmun Co., White- 
water, operating also at Eagle 
and Lima Center, manufacturer 
of Square Deal Poultry, Hog 
and Stock Feeds 


“‘Best We Ever Handled”’ 


WILLIAM FRANK. proprie- ‘During the 17 years we have been in busi- 
tor of the Jefferson Flour and : 

at ness we have used a number of different 
manufacturer of the well-known brands of Meat Scraps. In our opinion, 


Rose Comb Poultry Feeds. 
ee eee Darling’s Meat Scraps is the best we have 


ever handled. It is uniform, has a low fat 
content, and is put up in a good package.” 


These good, reliable dealers are representative of the type of men that have 
helpea build our business for over 35 years. There are, of course, many 
others, all of whom have been well repaid for their continued use of Darling’s 
Meat Feeds. Low in grease—full protein content—always dependable. 


We will be glad to have you join our family of satisfied users; your in- 
quiry will have prompt attention. If any of your problems involve the use 
of animal protein feeds perhaps we can help you. 


Company 


4201 S. Ashland Ave. Chicago, Illinois 
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Milwaukee, 


Gentlemen: 


We have sola and used Koo Koo Mashes and Scratches 
for five years ana we heve always found them nigh quelity 
mercnendises even and dependebdle- 


We have & jong 1ist of satisfied customers over & 
f years. few heave streyed at times on account of 
s returned to the fold and stayed there. 


period © 
+ nave alwey 


price bu 
meinteained at 


unded with cere and 
isfaction ell elong 


Feeds compo 
ive set 


high level are easy to sell and & 
the Line. 


Yours truly, 


producers g Consumers COe 


Successful dealers like R. P 
Guptill build their er on 
repeat business. They realize 
that it pays to win customer 
confidence by selling a 

liable product. 


Koo Koo Feed 
s build repeat busi 
usiness for dealers. Thei 
eir 
gredients, compounded according to 
1ed an tested formu- 


las, brin i 
g results and increase the profits of the feed 
eder. 


Customers may stray 


Write for particulars. 


HAS. A. KrAusE MILLING Co 


Millers and Manufacturers 


Milwaukee 
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OFEICIAT STAFF - K “A. 
Becker, Walter, ‘Walter Haertel 


Harry 
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ALL PALS~ ‘Larry Hartzheimf’ 
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Confidence— 
Today and Tomorrow 


“There, son, is the line of feeds I have always used”. 
—Older than Junior’s memory is his Dad’s loyalty 
to Larro. 


Thousands of “Dads” share this same enduring con- 
fidence in Larro—confidence built by unvarying 
quality and profitable results. Thousands of 
“Juniors” will soon be Larro feeders too. 


Such is the foundation upon which Larro Dealers 
build volume. Like Phares B. Landis, of Hartman 
Station, Pa. He has had the Larro Franchise for 
twelve years. Steadily his volume has grown. In 
the last five years his Larro tonnage has increased 
360%. Phenomenal—yes, but typical of what 
hundreds of Larro Dealers are doing. 


If you want to increase your volume, write for all 
the facts about the profitable Larro Franchise. It 
covers the full family of good will builders—Larro 
Dairy, Hog and Poultry Feeds and Larro Family Flour. 


THE LARROWE MILLING COMPANY 
DETROIT, MICHIGAN 


Larro Family Flour 
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FEEDS THAT DO NOT VARY 
FOR POULTRY—HOGS—DAIRY 
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I HAPPY BIRTHDAY 


| | to 
| i THE FEED BAG 
| on its 


ITS GROWING SERVICE 
TO THE WHOLE FEED 
INDUSTRY IS FULL 
REASON FOR EX- 
ISTENCE. TO US ITS 
FUTURE STANDS AS- 
SURED, SO TO “DAVE” 
AND HIS STAFF, 


Congratulations! 


Arcady Farms Milling Company 


CHICAGOS, 
KANSAS Ciry, Missouri 
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EVERYTHING 


YOU NEED IN 


Flours and Feeds 


EAGLE 


NEW Uli 


MINNESOTA." * 


SUPERIOR TO MOST | 


ROLLER MILLCO. 
QO NEW ULM, MINN. 


IN QUALITY WE TRUST 


DANIEL WEBSTER GOLD COIN 


Fancy Clear Flours Wheat Mill Feeds 
Whole Wheat Flour Rye Feeds 
Wheat Graham Corn Feeds 
Rye Flours, all grades Poultry Feeds 
Corn Meals Dairy and Hog Feeds 


Straight or assorted cars 


ROLLER MILL CO. 


Elevator Capacity 
5000 bbls. Wheat Flour 
1000 bbls. Rye Flour New Ulm, Minn. 2,600,000 bushels 
500 bbls. Other Cereals 
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WERTHAN 


BETTER BUILT BAGS 


‘“‘We Grow Because They Satisfy’’ 


Wh 
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An article of QUALITY that costs 


no more will always be a money- 
saver and a profit-maker. 


Werthan Better Built Bags reflect 
the highest quality, because: 


They are manufactured of selected 
materials 


They are uniformly cut 
They are carefully sewed 
They are printed attractively 


AND: 


THEY COST NO MORE 
The RIGHT BAG for Every Feed 


| WERTHAN BAG CORPORATION 


Burlap Bags---Cotton Bags 
NASHVILLE, TENNESSEE 


Importers—-Manufacturers 
FACTORIES: NASHVILLE—NEW ORLEANS 


BETTER BUILT BAGS 
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Eastern Federation Is Determined 
To Keep Business Good 


Optimism Prevails at Convention Held in Cooperstown, N. Y. 
Farm Board, Merchandising Are Discussed; Officers Reelected 


‘¢§ ET’S keep business good this 
year,’ was the optimistic key- 
note at the convention of the 

Eastern Federation of Feed Merchants, 

held at Cooperstown, N. Y., June 30 

and July 1. That it will be good was 

evidenced by the enthusiastic coopera- 
tion pledged by all of the delegates who 
attended. 

In spite of reports of business de- 
pression and unfavorable conditions in 
other trades, the feed men were in an 
optimistic frame of mind. Several of 
them reported substantial gains in busi- 
ness and many more reported plans for 
more intensive sales promotion. 

Delegates Arrive Early 

The headquarters for the convention 
were maintained at the Otesaga hotel. 
The feed men and their families be- 
gan to arrive on Sunday and by Mon- 
day morning the hotel was filled. The 
directors officially opened the conven- 
tion with a breakfast conference at 
which plans for the expansion of feder- 
ation activities were made. 

The business session opened at 10:30, 
after the ladies had been escorted to 
automobiles that were to take them to 
places of scenic and historic interest in 
and near Cooperstown. The business 
details were quickly handled and re- 
ports of officers given. 

Frank T. Benjamin, treasurer, re- 
ported a balance of nearly $500 with all 
bills paid. This is the first time in sev- 
eral years that the federation has ended 
a year without a deficit. Mr. Benjamin 
predicted that before another year the 
surplus would grow substantially unless 
some emergencies should cause exces- 
sive expenditures. 

W. A. Stannard, secretary, reported 
an increase in the number of merchants 
who are using the federation to secure 
business information. 

“The chief function of a trade asso- 
ciation should be to gather business 
data for the use of its members,” said 
Mr. Stannard. “It is possible for an 
organization as large as ours to secure 
information about trade conditions, 
methods of promoting sales, systems of 
advertising, bookkeeping and _ other 
ideas of benefit to the trade as a whole. 
These should be properly arranged, in- 
dexed and furnished to our members 
who could adapt for their own use such 
of them as they need.” 

Membership has been increased, ac- 
cording to the secretary, and there is 
more enthusiasm than has been evident 
at any time since the war. The federa- 
tion has been active in assisting the 
local associations and several new or- 
ganizations are being formed. 

The new license fees, to become oper- 


ative in New York state on January 
first, were explained. The federation, 
assisted by several district organizations, 
succeeded in securing a reduction in 
retail license fees for mixed feeds from 
$25 to $10. If the feed is sold at more 
than one place, a license must be se- 
cured for each location or a wholesale 
license, costing $25, may be taken. 

Fred M. McIntyre, president, thanked 
the members for their cooperation dur- 
ing the year and then launched into a 
detailed report of the efforts of the fed- 
eraticn to forestall loans which the fed- 
eral farm board proposed to make to 
private business. 

“Our first step was to challenge the 
right of the board to make these loans,” 
said Mr. McIntyre. “In spite of the 
protest of the officers of the federation 
the board maintained its right under the 
federal law. We then asked our mem- 
bers to file protests with the board and 
congressmen. 

Conference with Farm Board 

“Even this expression of opinion from 
hundreds of eastern feed merchants and 
others seemed to have little effect so we 
hired an attorney, gathered facts and 
presented them at a conference with 
the members of the farm board. The 
conference was arranged by Congress- 
men Snell and Clarke.” 

Mr. McIntyre read the brief which 
was filed and which was published in 
full in the June issue of The Feed 
Bag. 

“IT am sure,” continued Mr. McIntyre, 
“that we have convinced the board of 
the danger of loaning public money to 
foster private enterprise. I think we 
have killed for all time the possibility 
of the government becoming competi- 
tors of the legitimate feed dealers. If, 
however, the matter is not closed we 
have secured additional data and will 
continue the agitation if we have to 
take it to President Hoover himself.” 

Charles Quinn, Toledo, secretary of 
the Grain & Feed Dealers Nafional as- 
sociation, with which the federation is 
affiliated, spoke on the subject, “The 
Farm Board and the Grain and Feed 
Dealer.” Mr. Quinn reviewed the ef- 
forts of the government to relieve the 
difficulties of the farmer and pointed 
out why each method had failed. 

Five Farm Relief Methods 

“Five plans have been suggested,” 
Mr. Quinn said. “The equalization fee 
was shown to be unsound. The deben- 
ture plan has been definitely discarded. 
Three other methods of relief are pro- 
posed. First, the government to enter 
the market, buy grain and hold it for 
future increase in. price. They have 
attempted this and you know the re- 
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sult. The farmers are already alarmed. 
The second method is to buy the grain 
and then dump it to avoid a surplus 
and thus increase the price. In this 
event the taxpayers will suffer and it 
would need no expensive board to ac- 
complish the task. It would be a tem- 
porary relief that would cause a ter- 
rific future furore. The third plan is 
to restrict acreage. This has always 
been a failure wherever tried. 

“Supply and demand govern the busi- 
ness. There can be no organized relief 
with the methods proposed. The order- 
ly marketing of grain has been accom- 
plished by the present private system. 
There is none more efficient. Un- 
doubtediy there are farmers in need of 
assistance just as there are plenty of 
feed men who would like government 
aid. But the severe laws of competi- 
tion rule and those who cannot adopt 
scientific methods that will make it pos- 
sible for them to earn a profit must quit 
—whether they be feed men or farmers. 

“There is no cry for relief from the 
efficient farmers. There is plenty from 
the politicians.” 

Speculation Hurts Business 

Trade practices was the subject of a 
talk by C. P. Clark, Quaker Oats Co., 
Chicago, chairman of the National Feed 
Merchandising council. He suggested 
that any plan to unify trade practices 
should take into consideration the feed 
manufacturer, the retail dealer and the 
consumer. 

“The manufacturers in this country 
make ten million tons of feed annually. 
The most successful method of distribu- 
tion is through service dealers. The 
farmer is the king pin in the whole 
scheme.” 

With these three suggestions he asked 
if there was anything wrong with the 
feed business and then answered by say- 
ing that the worst evil was specula- 
tion. He condemned long term book- 
ing and price guarantees. 

He explained the forming of the Na- 
tional Feed Merchandising council and 
what it hoped to accomplish. This 
information is published elsewhere 
in The Feed Bag, so it will not be re- 
peated. Mr. Clark stated’ that 195 feed 
manufacturers had agreed to support 
the council and farm organizations and 
retail dealers had also voted in its favor. 

At the conclusion of his talk, a reso- 
lution was adopted endorsing: the work 
of the council. 

W. P. Carroll, Great Lakes division 
superviscr, explained the United States 
grain standards act passed in 1916. He 
said that most of their efforts to date 
had been to work with the wheat grow- 
ers to show them how to grade their 
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products. Now, however, the govern- 
ment is striving to assist the retailers 
and buyers of wheat. He explained the 
method of grading and passed around 
samples of grade certificates. Later he 
showed moving pictures which’ illus- 
trated the handling of wheat from the 
grower to the final consumer. 


Luncheon Conference Popular 

The luncheon conference, held in the 
main dining room of the Otesaga and 
attended by more than 200, proved a 
gay affair. Bruce L. Hall, Cooperstown, 
chairman of the entertainment commit- 
tee, had arranged an interesting pro- 
gram. Claude Johnson, baritone, sang 
several solos. Announcement of the golf 
tournament was made by John A. Rey- 
nolds, Albany, chairman of the golf 
committee. The golf fans were so anx- 
ious to try out the famous course that 
there was almost a stampede. This was 
held in check by Paul Cooper, novelist 
and great grandson of James Fenni- 
more Cooper, who gave a witty and in- 
teresting talk on Cooperstown and his 
famous ancestors. 

During the afternoon, a band concert 
was furnished by the National Molasses 
Co., while Mr. Hall and his committee 
ran off a program of sports in front. of 
the hotel. 

Winners in the events follow: Golf— 
First, John A. Reynolds, Albany, N. 
Y. Second, Reeve Harden, Hamburg, 
N. J. Third, Geo. D. Southwell, Utica, 
N. Y. 

Potato Race—Ladies: Mrs. J. P. 
Reisdorf, North Java, N. Y. Men: 
Charles M. Struven, Jr., Baltimore, Md. 

Candle Race—Ladies: Mrs. R. K. 
Johnson, Binghamton, N. Y. 

Novelty Race—Men: Robert Virkler, 
Castorland, N. Y. 

Basketball Throw—Women: Mrs. J 
P. Reisdorf, North Java, N. Y. 

The banquet in the evening taxed the 
main dining rooms to capacity and late 
comers were served on the porches. 
Jerry B. Wilson, Oneonta, N. Y., was 
song leader and he was kept busy with 
request numbers. The Rotary and Ki- 
wanis quartet from Oneonta sang sev- 
eral numbers between courses. 


Entertainment Is Novel 

Following the banquet an unusual en- 
tertainment was presented, the conclud- 
ing number, in which eight delegates 
were drafted to participate, making a 
great hit. They were: introduced as the 
Federation Troubadors. Led by John 
Dickson, they marched through the hall 
wearing comical hats and long noses. 
Each had an instrument, which when 
twirled produced a note of the scale. 
Without any practice they played some 
popular numbers to the accompaniment 
of the cheers, jeers and laughs of the 
audience. 

Door prizes were awarded to those 
holding lucky tickets. They were Mrs. 
Thomas P. Gaines, Sherburne, N. Y.; 
Mrs. Robert Streeter, Johnstown, N. Y.; 
Walter Sleeth, Cicero, N. Y., and J. H. 
Scott, San Francisco, Cal. 

- Dancing followed until midnight and 
in. spite of the heat the ball room was 
crowded. 
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The business sessions were resumed 
Tuesday morning with a talk by David 
K. Steenbergh, managing editor of The 
Feed Bag, on “What’s New in the 
Trade?” Mr. Steenbergh explained the 
many ideas he had gathered at other 
conventions, and suggested how they 
could be adapted to the eastern trade. 
His talk was seasoned with many 
stories that were relished by the deal- 
ers. 

Frank J. Young, Alden, N. Y., told of 
his experience in operating two stores. 
The second store has increased his busi- 
ness and made it possible to operate his 
main mill at capacity, thereby reducing 
overhead. Mr. Young has since bought 
another store and believes it will still 
further reduce his operating costs so 
that he can pass a saving along to his 
customers. 

Two Stores Cut Overhead 

“The things that must be watched if 
you operate more than one store are 
the management and the location,” he 
said. “If you can get the right men 
to run it, it will be successful, but it 
must be close enough te your main 
plant so that you can conveniently su- 
pervise it and handle the shipments.” 

The Feed Dealers Forum was opened 
and a rapid fire of questions was asked 
by the dealers. What do you charge 
for mixing? How do you handle old 
bags? What do you charge for de- 
liveries? Has the chain store competi- 
tion touched your business? In this 
connection, it was interesting to note 
that not a single dealer had found the 
chain stores formidable competitors. 
Those who had them as competitors 
stated that they were usually a less 
problem than the independent store. 

The discussion continued until Presi- 
dent McIntyre halted it to permit the 
transaction of closing business. The 
nominating committee, consisting of 
Samuel Deuel, Pine Plains, N. Y.: H. 
B. Curtis, Mt. Upton, N. Y., and H. 


Perrigo, Pittsford, N. Y., presented the 
following list of officers and directors 
which was unanimously adopted: 

President, Fred M. McIntyre, Pots- 
dam, N. Y.; vice-president, Albert J. 
Thompson, Wycombe, Pa.; treasurer, 
Frank T. Benjamin, Canastota, N. Y., 
and secretary, W. A. Stannard, Albany, 
N.Y. 

Directors to serve for three years: 
Thomas P. Gaines, Sherburne, N. Y.; 
F. A. Wyckoff, East Stroudsburg, Pa., 
and William A. Mather, Adams, N. Y. 

The resolution committee, consisting 
cf M. R. Horton, Peekskill, N. Y.; A. 
W. Demarest, Stanford, N. Y., and 
Fred Caswell, Rome, N. Y., presented 
the resolutions which appear elsewhere 
in this issue of The Feed Bag. 

Discussion of the place of meeting 
for the winter convention led to a sug- 
gestion that Syracuse be accepted. It 
is probable that the convention will be 
held about February 20 but selection of 
the exact time and place was left to the 
executive committee. 

A trip on the steamer Mohican, visit- 
ing the haunts of James Fenimore 
Cooper and the scenes of his stories, 
brought the convention officially to a 
close, although many of the delegates 
remained to prolong their vacations for 
another day or two. 

Among those who were active in 
making the convention a complete suc- 
cess were Bruce L. Hall, Cooperstown, 
chairman of the entertainment commit- 
tee; Max Cohn, Buffalo, in charge of 
registration; Ralph B. Wood, Coopers- 
town; S. S. Harrison, Milford, N. Y.; 
John A. Reynolds, Albany, in charge of 
golf, and members of the executive 
committee. 


S. HOWES CO., INC., Silver Creek, 
N. Y., was host to the Association of 
Operative Millers, at an all-day visit 
which was made at its plant during the 
recent convention. 


watching: 


2. Sales 


G. W. HOSIE 
President 


G. C. GARNER, 
. Homer, N. Y. 
Central New York Rep. . 


And With Grass-- 


will come lower production costs on Milk. 
Let us hope that abundant pastures will 
permit substantial payments by dairymen 
on. past due feed accounts. 


Feed dealers will profit this summer by 


1. Collections 


3. Our Quotation Sheets 


AMES-BURNS CO. 


E. C. KESSLER 
Vice Pres. - Treasurer 


JAMESTOWN, N. Y. 


Watch our advertising in The Feed Bag for the coming year. 


J. D. DITZLER 
Secretary 


N. A. SMITH 
: Watertown. N. Y. 
Northern New York Rep. 
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Operating Business 
On Credit Plan 
Proves ‘Too Costly; 
Sell for Cash 


By Prof. Earl H. Rinear 


University of New Hampshire 


HE subject of store credit and 

cash sales is in the mind of 

practically every business man 
today. Apparently, the cash stores have 
come to stay as they are constantly in- 
creasing in numbers throughout the 
country. 

Credit is a service and service costs 
money. The most inexpensive place to 
buy credit is at your bank. Credit 
through any type of general merchan- 
dise store, feed store or garage is ex- 
pensive. A feed store is equipped to 
handle and sell feeds. A bank is 
equipped to sell credit. From station 
studies made by Cornell university, we 
know that store credit costs from two 
to three times as much as bank credit. 
When we thoroughly appreciate this 
fact and the various items which go to 
make up these costs, it is easy to un- 
derstand why a cash business is the 
best in the long run. 

Credit Costs Are Obscure 

Many dealers do not realize the more 
or less obscure costs involved in extend- 
ing credit. Some are better judges of 
credit risk than others, so that costs 
will vary. In the investigation of grain 
costs conducted during the past three 
years by the New Hampshire Agricul- 
tural Experiment station we have 
found much variation in the amount 
allowed for cash. Thirty-one per cent 
of those reporting did not allow any- 
thing off for cash sales, but 50 per cent 
deducted from 5 to 9 cents a bag. Store 
managers should differentiate between 
a cash and credit customer. Extending 
credit is a service, and it is not fair 
to the cash buyer to charge him for 
something he does not receive. 

Briefly, what are the items of credit 
expense? 

The most important include lost in- 
terest, credit accounting, office supplies, 
collection costs and bad debts. Lost 
interest is the difference between a 6 
per cent charge on the average amount 
in accounts and notes receivable and 
whatever income is received on notes 
outstanding. Because the largest part 
of credit is in book and not in note or 
interest bearing form, the amount of 
lost interest is usually large. Extra 
labor is required to care for the ac- 
counts and to send out statements. Col- 
lection costs are sometimes large, de- 
pending on the amount of legal aid re- 
quired. Bad debts are the losses from 
worthless accounts. 


It was found in New York that the 
annual net cost of credit for 43 grain 
stores averaged $1,507. Of this amount 
$537 was lost interest, $398 was credit 
accounting, $72 was office supplies, $150 
was collection costs and $350 was bad 
debts. 

The net cost of credit for these stores 
expressed as a percentage of total sales 
is 2.72 per cent. When expressed as 
a net cost of credit sales, it is 4.60 per 
cent which indicates that the credit 
customers should pay about 5 per cent 
more than the cash customers or that 
the cash customers should receive a dis- 
count of about 5 per cent. 

The annual cost of credit is found by 
dividing the credit expense for a year 
by the average amount in accounts and 
notes receivable. That is, if we add 
up the lost interest, the cost of credit 
accounting, the extra office supplies, the 
collection costs and the bad debts and 
divide this total by the average amount 
in notes and accounts receivable, we 
obtain the annual cost of credit. On 
this basis, the rate was found to be 
over 13 per cent, or more than twice 
the bank rate. 

We learned from our study in New 
Hampshire that 89 dealers carried an 
average of $870,500 in accounts and 
notes receivable. The largest single 
amount was $95,600. If we figure the 
annual cost of this credit at the 13 per 
cent rate the total cost of credit for 
these stores is $113,165 or $60,935 more 
than the credit would have cost if ob- 
tained through a bank. 

Unfair to Cash Patron 

So far in this discussion it has been 
taken for granted that the customers 
obtaining credit from a grain store are 
the ones who are paying the-cost of the 
credit, but such is not always the case. 
Those stores which sell on a credit or 
cash basis do not always knock off the 
full cost of credit when selling to a 
cash customer. When we obtained re- 
tail cash prices from 62 stores those 
who were on a 100 per cent cash basis 
sold corn at an average price of $2.17 
per cwt. and those with cash sales be- 
low 35 per cent averaged $2.31 per cwt. 
or a difference of $.14 per cwt. occurred 
even though all stores quoted cash 
prices. Practically the same results were 
obtained for poultry wheat and to a 
lesser extent for the other feeds. It 
shows that the customers obtaining 
store credit are not paying in full for 
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the service received because the cash 
men are also contributing toward the 
cost of credit. 

Because store credit is expensive, 
dealers have to raise the gross margin 
to operate profitably, although there are 
instances where high costs have been 
the direct result of exceptional bad 
debts and the managers did not attempt 
to retrieve their losses by raising the 
gross margin. Apparentiy, they pre- 
ferred to take the loss as part of the 
game. 

When the stores are arranged accord- 
ing to the percentage of cash _ sales 
along with their respective gross mar- 
gins, it is apparent that credit costs 
money and that the trade is paying 
for it, for the store on a cash basis 
averaged 9.9 per cent gross margin, 
those having 35 to 65 cash sales aver- 
aged 12 per cent and those with less 
than 35 per cent cash sales averaged 
12.7 per cent. 

Many Succeed on Cash 

Eleven per cent of the stores in the 
state were doing nearly a 100 per cent 
cash business. One of these stores 
started on a cash business about six 
years ago and last year they did ap- 
proximately one and a half million dol- 
lars worth of business. 

In the dairy section of northern New 
Hampshire, two stores were opened and 
started on a cash basis, in spite of war- 
nings from otherg that the farmers could 
not pay cash. But the manager be- 
lieved it was the cheapest and best way 
to conduct a business. He was able 
to sell grain at a lower price than his 
competitors. Eventually the farmers ap- 
preciated this fact and his business has 
grown yearly. A competing grain deal- 
er remarked that this man was showing 
all of them the way. He has also re- 
cently gone on a cash basis. 

I would not recommend that you 
change to a cash basis on short notice. 
Sufficient time should elapse after no- 

(Continued on Page Fifty-seven) 
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Endorsed by 
America’s foremost 
feed manufacturers! 


This economical, highly 
efficient... NEW 
MILK PRODUCT 


Noted scientists discovered this long 
needed feed mixing property. 

Extensive field tests, conducted by lead- 
ing poultrymen, proved it to be the out- 
standing health-building, disease resisting 
ingredient for poultry feeds. 

Now — poultry raisers everywhere are 
turning to feeds mixed with this newly 
developed milk product. Kraco! 

Kraco mixed with your poultry feed 
builds healthier chickens of uniform 
weight. It banishes leg weakness — de- 
velops yellow pigment in shanks and beaks. 

Pullets give a higher average lay of large, 
firm, smooth eggs—produce a superior egg 
with large hatchability. Contagious dis- 
eases are prevented—even the most severe 
cases are controlled. 

And—chickens like Kraco. Its distine- 
tive flavor results in a more uniform and 
higher consumption of the feed. 

Kraco contains the naturally balanced 
mineral elements of milk—70% lactose 
(milk-sugar), and higher percentage of 
the invaluable milk minerals than is 
found in any other milk product. 


Kraco assures your customers the high- 
est efficiency ever attained in poultry feed. 
Yet — Jess Kraco is required in mixing. 


Find out for yourself the real value of 
Kraco as a feed mixing property. Order 
supplies today. 


KRACO 


The Milk-Sugar Feed 
Made only by 


KRAFT-PHENIX CHEESE CORPORATION 
403-G Rush Street Chicago, Illinois 


(CORNO Feeding Oatmeal 


14.5 Protein 3.9 Fibre 


For Mashes and Poultry Fattening 
Feeds—for Pigs, Calves and all 
young and growing animals. Fully 
equal to Ground Oat Groats and 
Rolled Oats for animal feeding at a 
big saving in price. 


(CCORNO Hygrade Oatfeed 


11.0 Protein 19.0 Fibre 


Almost as much protein as Whole 
Oats, ground or unground, or 
Ordinary Bran. 


A splendid feed for Dairy Cows. 


CORNO BRAND 


Rolled Oats 
Steelcut Oatmeal 
Whole Oat Groats 
Ground Oat Groats 


Reground Oat Hulls 
Unground Oat Hulls 
Fine Ground Oat Hulls 
Hominy Feed (7% Fat) 


Minnte 


DEPARTMENT 14 CEDAR RAPIDS, IA. 


E. $. Woodworth & Co. 


MINNEAPOLIS, MINNESOTA 


Offer a complete line of 


Millfeeds 


OIL and COTTON SEED 
MEALS 


either straight or mixed cars. 


Large warehouse facilities and com- 
plete stocks insure prompt shipment. 


Grain We offer: 


Oats, Corn, Rye, Barley 
and Chicken Wheat 


Biogen WIRE OR PHONE 
ATLANTIC 4593 for PRICES 


Try Us. You will like our service. 
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Michigan Dealers Plan to Meet 
At Jackson, August 20 


HE cash basis will be the chiet 

topic of discussion at the 29th 

annual convention of the Michi-, 
gan Grain, Feed and Hay Dealers as- 
sociation which is to be held at the Ho- 
tel Hayes, Jacksen, Wednesday, August 
20. 

Tracy Hubbard, secretary of the or- 
ganization, has already started making 
arrangements for an interesting and 
instructive program and is planning for 
a record attendance. 

David K. Steenbergh, managing edi- 
tor of The Feed Bag, will speak on 
the cash basis at the convention. He 
will explain how dealers in all parts of 
the country are operating profitably on 
the plan and will point out the best 
methods of adopting the system and 
carrving it out successfully. 

Michigan, during the past year, has 
rallied to the support of the cash basis. 
Dealers in all parts of the state have 
formed local organizations to adopt the 
plan and are putting it into effect on a 
cooperative _ basis. Many Michigan 
stores are already enjoying the benefits 
of operating their business on the cash 
system. By July 1 most of the dealers 
in the state are expected to be operat- 
ing under the new plan. 

“The movement in Michigan,” re- 


REITMANN-DAVIS MILL CO.,, 
plant, Galesville, Wis., was damaged by 
fire, June 4, with an estimated loss of 
$20,000. The interior of the mill was 
practically destroyed by the flames 
which spread rapidly through the grain 
elevator shafts. 


FLOYD WILSON, president Denver 
Alfalfa Milling & Products Co., Lamar, 
Colo., cherishes proverb, “There's 
luck in leisure”. This proverb can be 
interpreted two ways. From our point 
of view, we will feel lucky when we 
have accumulated enough of the world’s 
goods so we can enjoy leisure. 


Speed! Baby Chicks Get 
Feed Via Airplane 


Kasco Mills, Inc., Waverly, N. Y., 
has the distinction of making one of 
the first shipments of feed by air. 

Feeding time for the 2,000 baby chicks 
at the Cologne hatchery, Cologne, N. 
J., was rapidly approaching—the bins 
were empty. A carload cf feed ordered 
for them was delayed in transit. The 
owner called Kasco Mills, Inc., and in- 
formed C. J. LaFleur, secretary, of his 
plight. 

An emergency shipment was quick- 
ly prepared and an airplane was soon 
buzzing over the continent towards 
Cologne. When feeding time arrived 
the chicks received their regular ration 
and had the pleasure of feeding on one 
of the first shipments of starter .mash 
to be delivered by air. 


ports Perry M. Hayden, The Wm. Hay- 
den Milling Co., Tecumseh, “has taken 
on the proportions of a genuine cru- 
sade. By July 1, we expect that there 
will be more than 400 elevators and 
stores which will have taken the big 
step.” 

The Adrian and Tecumseh districts in 
the state have operated 100 per cent 
on the cash basis plan since January 1. 
Owosso and Howell dealers abandoned 
the credit system on June 1. The Jack- 
son and Ionia territories went on a cash 
basis June 15 and the Port Huron dis- 
trict adopted the plan July 1. Other 
sections of Michigan are seriously con- 
sidering the cash basis movement and 
are holding meetings to obtain the co- 
operation of the dealers in launching it. 

The Michigan Grain, Feed and Hay 
Dealers association is taking an active 
part in the movement and is devoting 
the greater portion of its convention 
program to talks and discussions on the 
cash basis. The meeting will occupy 
one day, with a luncheon at 12 o'clock 
and a business session followed by the 
election of officers in the afternoon. 
Further details of the convention will 
be published in the August issue of The 
Feed Bag. Meanwhile, Mr. Hubbard 
urges all dealers to attend. 


Tracy Hubbard 
Mr. Hubbard, secretary of the Michigan 
Grain, Feed & Hay Dealers association, is 
directing plans for the 29th annual conven- 
tion. e urges all dealers to attend. 


DOSTER FARM BUREAU, Doster, 
Mich., is building an addition to its 
elevator. A new feed mill and corn 
sheller will be installed in the new struc- 
ture. 


GEORGE P. SEXAUER & SON, 
Brookings, S. D., has purchased the 
Atlas elevators at Ivanhoe and Lake 
Benton, Minn. 


Midwest Feed Manufacturers 
Organize Association 


HE Midwest Mixed Feed Manu- 

facturers association was orga- 

nized at a meeting held at Kan- 
sas City, Mo., June 9. Elimination of 
long time bookings and the practice of 
guaranteeing against price declines will 
be the first objectives of the new or- 
ganization. Twenty-six manufacturers 
from Iowa, Nebraska, Missouri and 
Kansas attended the meeting. 

O. M. Straube, Nutrena Feed Mills, 
Inc., Kansas City, was elected president 
of the new association. E. A. Talhelm, 
Crete Mills, Crete, Nebr., was chosen 
vice-president; Frank Johnson, Arcady 
Farms Milling Co., Kansas City, secre- 
tary, and George W. Selders, Southard 
Feed & Milling Co., treasurer. 

C. P. Clark, Quaker Oats Co., and 
O. E. M. Keller, J. J. Badenoch Co., 
both of Chicago, discussed a code of 
ethics for the industry with special em- 
phasis on the abandonment of long time 
bookings and guarantees against price 
declines. Their plan was approved by 
the manufacturers present and it was 
decided that the adopting of a code 
would be the first step for the new 
association. 

C. N. Barrett, president of the North- 
west Mixed Feed Manufacturers asso- 
ciation, Minneapolis, explained the pur- 
poses and activities of his, organization 
and results which had already been ob- 
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tained by cooperative effort. 
Constitution and by-laws for the new 
association will be drafted by a commit- 


tee and presénted at the next meeting . 


which will be held within 60 days. Di- 
rectors elected by the organization are 
A. B. Schreiber, Schreiber Milling & 
Grain Co., St. Joseph, Mo.; J. Lloyd 
Ford, Shawnee Milling Co., Shawnee, 
Okla.; S. H. Ray, United Bi-Products 
Co., Kansas City; L. B. Stuart, Purina 
Mills, Kansas City; R. M. Eldridge, 
Rudy-Patrick Seed Co., Kansas City; 
Leo Walsh, Washburn Crosby Co., 
Kansas City; T. Scott Simpson, Honey- 
dew Raven Co., Omaha, Neb.; C. P. 
Clark, Quaker Oats Co., Chicago; R. 
E. Hastings, Grain Belt Mills, St. Jo- 
seph; C. M. Hidding, Quaker Oats 
Co., Cedar Rapids, Ia., and L. G. Mc- 
Millen, Allied Mills, Inc., Omaha. 

In outlining the future plans of the 
association, President Straube reported 
that the forming of the organization 
and the adoption of a code of trade 
practices would be the first objectives 
and that other movements for the wel- 
fare of the industry would be decided 
upon at future meetings. 


MERLE SPARROW, Sauk Rapids, 
Wis., has opened a feed store and will 
sell a complete line of feed, flour and 
seeds. 
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J. L. Kleckner 


Mr. Kteckner, Kleckner Elevator Co., 
Neillsville, is a veteran officer of the Central 
association. He and other members of the 
official staff have faithfully served the or- 
ganization. 

HIS is the fifth annual conven- 

tion of the Central Retail Feed 

association and your organiza- 
tion will be four years old on June 22. 
The association has prospered and 
grown throughout its entire history and 
the experience of the past year endorses 
the wisdom and foresight of the found- 
ers who so successfully planned our 
organization. 

The first three years of the Central 
Retail Feed association history were 
marked by a struggle to get established 
and started. This problem was of no 
concern to the officers of the associa- 
tion the past year, and they, therefore, 
turned their attention to strengthening 
the organization so that it could con- 
tinue to serve the feed industry’ indefi- 
nitely and expand its field and scope 
without danger. 

Officers Serve Faithfully 

The officers of the association deserve 
particular praise for the constructive 
work they have done. President Hartz- 
heim has been constantly on the job 
throughout his term of office and the 
other officers and directors, including 
McArthur, Porter, McKercher, Kleck- 
ner and Kern have all given their time, 
some money and conscientious service 
most generously. Your secretary wish- 
es to thank the officers and the mem- 
bers of the association, too, for the co- 
operation given him during the past 


year. 
The membership slightly 
creased during the past year. It was 


175 on May 31, 1930, as compared with 
173 the same date of the previous year. 
Forty-five members were in arrears on 
May 31, 1930 for a part of their dues, 
probably as a result of changing the as- 
sociation’s year from a calendar to a 
fiscal basis. We believe practically all 
of these 45 delinquents will pay up with- 
in the next 60 days and are able to re- 
port that 55 members have already paid 
all or part of their dues for the new 
year. 

Three proposed changes in the consti- 
tution of the association will be sub- 
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Central Association 
Ends Active Year; 
Sponsors Series of 16 
District Meetings 


By David K. Steenbergh 


Annual Repcrt of Secretary 


mitted to vote of the membership at 
this convention. The first change is 
intended to legalize the fiscal year 
which has already been put in effect by 
the executive committee. The second 
would add all past presidents to the 
personnel of the executive committee 
and is intended to enable the associa- 
tion to keep the counsel and _ services 
of its executives over a long period of 
years. The third would establish an 
associate membership classification for 
persons, firms or corporations engaged 
in the wholesale manufacture or dis- 
tribution or both of feed, flour and al- 
lied products or machinery and other 
products used by the feed industry. 
Feed Problems Changing 

Four years ago when the association 
was organized, it seemed that the re- 
tailers had a special need for an organi- 
zation of their own. It did not seem 
then as if retailers had much in com- 
mon with jobbers, brokers and manu- 
facturers. Conditions in the feed in- 
dustry have been changing rapidly since 
the organization of the Central Retail 
Feed association and are likely to con- 
tinue to change for several years to 
come. Direct selling is not the evil 
it was several years ago. The main 
problems today are political and these 
problems concern the entire feed indus- 
try, manufacturers and wholesalers as 
well as retailers. 

Movements for better trade practices 
have occupied considerable attention of 
the feed industry during the past year. 
The Southern Mixed Feed Manufactur- 
ers association has probably been most 
progressive in this activity, having held 
a conference under the auspices of the 
federal trade commission, but the 
Northeast Mixed Feed Manufacturers 
and the Northwest Mixed Feed Manu- 
facturers associations have both adopt- 
ed better trade practice resolutions and 
the movement was given considerable 
emphasis at the annual convention of 
the American Feed Manufacturers asso- 
ciation. 

Association Drafts Code 

All this trade practice news has been 
published regularly in your official pub- 
lication, The Feed Bag, and the execu- 
tive committee of your association has 
been watching the movement with con- 
siderable interest. Most retailers will 
agree that the manufacturers certainly 
have need for better trade practices and 
your executive committee recognizes 
that there is also a great need for bet- 
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ter trade practices among retailers. Act- 
ing on instructions of your executive 
committee, President Hartzheim  ap- 
pointed a trade practice committee, 
headed by R. Opsal, the Haertel Co., 
Minneapolis, to draft a code of ethics 
for the retail feed industry. Mr. Opsal 
and his committee has worked hard to 
prepare a short and effective code. 

Sixteen district feed dealers’ meet- 
ings were held under the auspices of 
the Central Retail Feed association 
since the last convention. The total at- 
tendance at these meetings was approx- 
imately 515, with an average of 32 
dealers at each get-together. Many lo- 
cal problems were discussed and some 
solved at these meetings and the exec- 
utive committee feels that the sponsor- 
ing of these meetings is one of the 
greatest works of the association. The 
16 meetings were held in 12 different 
cities as follows: 

Ripon, August 6; Burlington, Septem- 
ber 20; Wausau, September 25; New 
Richmond, September 26; New Rich- 
mond, November 26; Fond du_ Lac, 
December 3; Beaver Dam, April 22; 
Plymouth, April 24; Burlington, April 
29; Janesville, April 30; Fennimore, 
May 15; Oshkosh, May 6; Jefferson, 
May 15; Green Bay, May 21; Wausau, 
June 4 and New Richmond, June 5. 

Advises Expansion Program 

The executive committee held four 
regular meetings at Milwaukee and 
several informal meetings in connection 
with the various district meetings, at 
which a majority: of the officers and 
directors was present. ‘The various 
matters discussed at these executive 
committee meetings are too numerous 
to be mentioned. It should be suffi- 
cient to say that all the plans for the 
various activities and progress which 
the association has made during the 
year were originated by your officers 
and discussed and sponsored at execu- 
tive committee meetings. 

During the next year, your secretary 
feels that the association should ex- 
tend its active work and district meet- 
ings to cover a.greater area of the cen- 
tral territory. We believe a field sec- 
retary should be secured to' solicit mem- 
berships throughout the territory on a 
commission basis. This field secretary 
should be one who has the interests of 
the association at heart and who will 
be known to, the dealers as a man in- 
terested in the progress of the organi- 

(Continued on Page Sixty-one) 
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ae (y the famous Dings Automatic Separator has the positive 
magnetic controlled gate which never jams and never leaks, 
The gate opens the full width of the trough and positively dis- 


charges all iron. The powerful magnet even stops ball bearings. 
The unfailing automatic action makes it impossible for iron to 
get into your mill. 

Dings Separators are the choice of leading mills everywhere. Be 
sure your separator is a Dings Automatic, made by the world’s 
largest. manufacturer of magnetic equipment. Dings builds mag- 
netic separators of every type for every purpose. 


A check-up in the state of Michigan shows that of 120 separators, 
114 are Dings. 


DINGS MAGNETIC SEPARATOR CO. 
704 Smith Street, Milwaukee, Wisc. 
Established in 1899 
World’s largest manufacturer of magnetic separators 


This Di A eS Boston San Francisco 
utomatic epa- 304 Rice Bldg. 273 Seventh S$ 
poultry feed absolutely free 
from iron. 30 Church Street 332 S. La Salle Street 


Branch Offices in Other Principal Cities 
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Buy Your 


Genuine Cuban Blackstrap Molasses 


from the 


» Largest Independent Molasses Importers 


rege 


One of Our New Tank Cars Used Exclusively for the Feed Trade “Ss 


THE NORTH AMERICAN TRADING & IMPORT Co. 


CUBA TERMINALS 


260 Soutn Broap St. 


U.S. TERMINALS 


PasTELILLo ANTILLA 
GienF os H N Oo 
ee ete PHILADELPHIA, Pa. HILADELPHIA Ew ORLEANS 
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Arthur W. Clark 


Dr. Clark delivered the address published 
herewith at the recent convention of the 
American Feed Manufacturers association. 


HE dairy industry is facing a 
period of readjustment. which 
may affect the volhme of pro- 
duction and the type of feeds used for 
some years to come. In order to ex- 
plain this situation properly, I quote a 
statement prepared by the United States 
department of agriculture in coopera- 
tion with representatives of agricultural 
colleges and the bureau of agricultural 
economics, which in part is as follows: 
“Dairymen face a period of readjust- 
ment, while an annual increase of about 
1 per cent in milch cows is necessary to 
increase production sufficiently to bal- 
ance increasing demand, the num- 
ber of heifers, 6 per cent greater 
than a year ago, is sufficient to cause 
still further increases in the number. of 
cows in 1930. While the underlying 
situation is not so bad as would appear 
from current butter prices, the duration 
of the period of readjustment will de- 
pend partly on the promptness with 
which producers adjust their methods 
to meet the situation by close culling 
out of their old or low producing cows 
and by either marketing a larger quan- 
tity of milk in the form of veal or, in 
the beef sections, allowing more calves 
to run with the cows. With present 
lower butter prices, dairy cows will be 
fed less purchased grain this winter. 
Unless dairy cows are closely culled 
and more of the less desirable heifers 
sent to slaughter, there will be a fur- 
ther increase in the number of milch 
cows during 1930 and 1931.” 
Too Many Cow Boarders 
During periods of low milk prices 
some dairymen decrease the quantity of 
grain fed, thus reducing milk production, 
especially during winter months when 
normally the consumption of grain 
would be greatest, while others pur- 
chase the cheapest sort of grain ration 
that can be obtained. I believe that a 
considerable part of the present situa- 


Dairy, Feed Men 


Facing 


Period 


Ot Readjustment 
In Production 


By A. W. Clark 


President, Association of American Feed Control Officials 


tion is due to the fact that the average 
farmer is keeping too many cow “board- 
ers” that do not produce enough milk 
to pay their feed bill and eat up all the 
profits that the good producers make. 
If these boarders were culled out and 
the heavy producers fed to the limit, the 
balance sheet would show a profit in- 
stead of a deficit under normal condi- 
tions. 

In the present emergency I believe 
that dairy rations with protein content 
from 16 to 20 per cent made from in- 
gredients of good quality will be in de- 
mand. 

We think of protein as being the cost- 
ly ingredient in animal rations, which is 
true of course, but it appears to me that 
the cost of some of the ingredients used 
as sources of carbohydrates is some- 
times closer to the cost of the proteins 
than they should be. I suppose that 
this condition is influenced to a great 
extent by supply and demand. 

Explains Flexible Formula 

Sometimes changes can be made in 
flexible formulas so that the consumer’s 
feed cost is reduced, provided that the 
saving is passed on to him by the man- 
ufacturer. The College Conference Feed 
board changed their flexible formula for 
the month of March so that a saving of 
$1.46 per ton was effected. On the 
output of 10,000 tons from a single plant 
for that month a total saving of $14,600 
was passed on to dairymen of New 
York. This change was made so that 
the same guaranteed analysis was main- 
tained with practically the same total 
digestible nutrients. In considering the 
cost of the ingredients used in com- 
pounding this particular feed I find that 
hominy feed and corn meal cost within 
$4.00 per ton of the cost of cottonseed 
meal, ground oats, $2.00 less per ton 
than hominy, and corn meal, while bar- 
ley costs $2.50 per ton less than the 
oats. 

If some satisfactory method of regis- 
tration of flexible formulas could be 
worked out, it would result in a saving 
to the consumer. I would not advocate 
any change that would materially affect 
the guaranteed analysis or the percent- 
age of total digestible nutrients. Under 
most existing feed laws, the change of 
an ingredient in the formula requires 
a new registration. 

Our information regarding the nutri- 
tional requirements of different farm an- 
imals has been increased to a consider- 
able degree during the present decade. 
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In the different experiment stations and 
agricultural colleges of this country 
there are in progress nearly 1,000 dif- 
ferent projects relating to animal nu- 
trition and animal production. We have 
reason to expect that our present knowl- 
edge regarding these subiects will be 
further augmented when the results of 
these researches are available. 

A number of different industries of 
our country support fellowships at some 
of our colleges and universities. If there 
should be any special problems relating 
to the feed industry it might be a good 
investment to establish a_ fellowship, 
sponsored by your association for the 
benefit of the entire feed industry. 

Opposes Open Formula 

I consider that the open formula has 
considerable value as a means of teach- 
ing digestible nutrients to agricultural 
students but in actual practice as ap- 
plied to commercial mixed feeds there 
are a number of objections, both from 
the standpoint of the feed control official 
and the feed manufacturer. Chief among 
these objections is the impossibility of 
checking up on the truth of the state- 
ments regarding the number of pounds 
of each ingredient except by calculation 
from the formula and comparison with 
thé actual analysis. This method is 
liable to considerable error as the pro- 
portion of some ingredients could be 
changed and still approximate the analy- 
sis found. 

It is my belief that in a great many 
cases the consumer does not have suf- 
ficient knowledge to obtain the best 
results from using ready mixed feeds. If 
suggestions for feeding based on care- 
fully conducted feeding tests were to 
accompany each lot of mixed feed sold, 
I believe it would help the consumer to 
utilize the feed more efficiently and to 
secure greater profits from using any 
particular brand of feed. I have seen 
printed pamphlets in the hands of some 
feed dealers but I dc not know to what 
extent these are used by farmers who 
buy mixed feeds. In putting out cir- 
culars of this kind, extravagant claims 
for a particular product should be 
avoided and it would have far greater 
weight if the information furnished were 
to come from! a disinterested source. 

Cooperative Competition 

Competition in your line of business 
has always been exceptionally keen but 
during the past 8 or 10 years the com- 
petition of cooperative associations has 

(Continued on Page Sixty-four) 
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Proteins 


and 


Minerals 


from the Sea-- 


these are the things 
that promote 


health... growth 
and vitality 


In 


Poultry ... Swine 
and Dairy Cattle 


--you get them Jat 
their BEST--in 


CERT(3) FIED 
FISHMEAL 


a Fishmeal of Zuaranteed 
Low Fat Content 
produced from edible fish! 


Write for sample—judge for yourself. 
Special quantity prices on request. 


Marden-Wild Corporation 


512 Columbia St., Somerville, Mass. 
212 E. Ohio St., Chicago, Ill. 
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Iowa Feed Men to Stop 
Long Time Booking 


Directors of the Iowa Feed Manufac- 
turers association at a meeting held at 
Des Moines June 16, approved an agree- 
ment not to book orders more than 60 
days in advance. Better conditions in 
the industry and protection to both 
dealer and producer are expected to re- 
sult from the movement. 

Abolishment of long term contracts 
has recently received the attention of 
many organizations in the feed trade. 
The Iowa association is one of the first 
groups to take a decisive step in the 
movement. 

Directors present at the Des Moines 
meeting at which the agreement was 
approved were J. W. Coverdale, Cedar 
Rapids; William Barr, Ames; Milton 
Liggett, Seymour; W. I. Sargent, sec- 
retary, Des Moines; and Dolliver Kent, 
also of Des Moines. 


Gold Medal Celebrates 
50th Anniversary 


Washburn Crosby Co., Inc., Minne- 
apolis, celebrated the 50th anniversary 
of “Gold Medal” brand during June. 
The celebration was sponsored by Gen- 
eral Mills, Inc., of which the Washburn 
Crosby Co. is now a unit. 

The Gold Medal brand name origin- 
ated 50 years ago as the result of prizes 
awarded at the Millers International 
exposition held under the auspices of 
the Millers National association at Cin- 
cinnati during the entire month of June, 
1880. Awards of a gold, silver and 
bronze medal were offered for the best 
flour on display. 

Washburn Crosby & Co., which at 
that time was completing what was then 
considered the largest and most modern 
mill in America, entered its flour at the 
exposition. It was awarded the gold, 
silver and bronze medals. The brand 
name Gold Medal was then adopted 
and its use has since been extended to 
include feeds manufactured by the firm. 


AMBITIOUS HEN 

George Dyer, a farmer at Downing, 
Wis., remains unchallenged in_ his 
claims as the owner of the youngest 
hen that ever laid an egg. One of Mr. 
Dyer’s White Leghorns began her ca- 
reer of producing breakfast food at the 
tender age of seven weeks. The egg 
was just a trifle larger than that of a 
bird, but normal in all other respects. 

The Wisconsin Milling Co., Menom- 
onie, Wis., supplied the mash upon 
which the ambitious young hen was 
fed. F. C. Meyer, sales manager, is 
just as proud as Mr. Dyer of the 
chicken’s unusual record. 


NORTH BRANCH MILLING CO., 
Pine City, Minn., has purchased the 
feed business of J. R. Beggs and ap- 
pointed Ansel Glader, manager. 


STEPHENS MILLING & FEED 
CO., Lacona, N. Y., has purchased the 
L. E. Keller mill, Mannsville, N. Y. 


More than 80 Arcady Farms Milling Co. representatives attended the recent annual convention. 


Arcady to Construct $200,000 
Addition at Chicago 


LANS for immediate erection of 

a new addition to the firm’s Chi- 

cago plant were announced at the 
annual convention of the Arcady Farms 
Milling Co., Chicago and Kansas City, 
at the Drake hotel, Chicago, June 21 
and 22. 

The new addition will house the Ar- 
cady grain elevators, scratch feed mix- 
ing unit and horse feed mixing unit 
and will be of concrete construction 
throughout. It will cost approximately 
$200,000 and will be ready for opera- 
tion by October 1, 1930. Completion 
of the plant will give the Chicago mill 
an additional output of 25 cars daily, 
or a total capacity of 75 cars of com- 
mercial mixed feed per day. 

More than 80 representatives of the 
Arcady Farms Milling Co., from both 
the Chicago and Kansas City divisions, 


K. P. KIMBALL, for the past sev- 
eral years sales manager of the pack- 
age bean department, Chatterton & Son, 
Lansing, Mich., has joined the staff of 
the Trinidad Bean & Grain Co., Trini- 
dad, Colo., as eastern sales manager. 


LOUIS CARSTENS, Manitowoc, 
Wis., has purchased the Farmers Coop. 
Exchange, Alverno, Wis. He plans to 
install feed grinding and feed mixing 
machinery and handle a complete line 
of flour, feed, grains and seeds. 


FEEDING TEST RESULTS 

Results of a test conducted to de- 
termine the comparative value of cot- 
tonseed meal, linseed oil neal and corn 
gluten meal in fattening livestock have 
been announced by the Kansas Agri- 
cultural experiment station. The ration 
which gave the best results was com- 
posed of.equal parts of corn gluten meal 
and linseed oil meal. Complete reports 
of the test may be obtained free by re- 
quest from Penick & Ford Sales Co., 
Cedar Rapids, Iowa. 


were in attendance at the Drake hotel. 
Reports of executives showed that the 
company had just completed a satisfac- 
tory and prosperous year and all com- 
mented on the fact that ihe outlook for 
future business appears to be the 
brightest in the history of the firm. 


The principal speakers at the conven- 
tion were W. D. Walker, executive vice- 
president; Prof. J. G. Halpin, University 
of Wisconsin, Madison; Leslie Brown, 
National Oil Products Co., Harrison, 
N. J.; W. L. Kirby, Producers Coop- 
erative exchange, Richmond, Va., and 
H. Tolles, Sheldon school, Chicago. 


The convention included a banquet 
at the Drake hotel the evening of June 
21 and concluded with attendance at 
the Chicago Cubs-Boston Braves base- 
ball game Sunday afternoon. 


Credit Plan Too Costly; 
Sell Feed for Cash 


(Continued from Page Forty-nine) 


tification so that the patrons can have 
plenty of time to make adjustments and 
be better prepared to pay cash when 
the new system starts. In this respect, 
I would like to describe the experi- 
ence of a grain dealer in Connecticut 
who went on a cash basis one year ago 
January 1. He was thoroughly sold on 
the idea of doing a cash business. He 
announced in September that all sales 
would be for cash after January 1 and 
mailed out notices to that effect to all 
of his customers. Those having credit 
on the books were requested to come 
in and pay the bills or give a note. 
After one year’s trial with a cash sys- 
tem he is very enthusiastic with the 
results and reports the trade is also well 
pleased because of the savings which 
have been reflected in lower prices. 
When extending credit his total sales 
were $92,246, and $18,000 was carried 
regularly on the books. The cost of 
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doing business was $13,240 or over 14 
per cent. When on a cash basis, he 
did $78,966 of business at a cost of 
$7,760, or less than 10 per cent. 

Don’t Put It Off 


There are business men who are afraid 
to adopt the cash system for fear of 
driving away trade. On the other hand, 
I'll venture to say, every business man 
down deep in his heart wishes he could 
go on a cash system if “he could do it 
gracefully. He has been in the habit of 
serving the public so long that he hes- 
itates to suggest a change. But if the 
suggestion also comes from the buying 
public, how much easier the adjustment 
can be brought about. The mutual ad- 
vantages which the dealer shares with 
the customer should) be sufficient incen- 
tive to create harmony or the part of 
all. 


Credit Statement 

We have one man in the university 
extension service who is devoting a 
large part of his time in meeting with 
county agents and groups of farmers 
and showing them how to make a credit 
statement. A credit statement can be 
made any time. It consists of taking 
inventory of all the things a person 
owns and all the things he owes. The 
difference between these two items is 
his net worth. When a farmer fills out 
such a statement, swears to it and takes 
it before his banker, it enables him to 
borrow, money. It also makes a better 
business man of him because when he 
takes this inventory yearly and figures 
out his net worth, he can tell whether 
or not he made or lost money over the 
preceding year. So I recommend some 
form similar to this for you to fill out 
and take to your bank when asking for 
a loan. 

Which? Credit or Cash 

Our question is cash or credit? In 
answer to the above question the follow- 
ing summary regarding store credit is 
in order: 

A credit business requires a larger 
investment. (1) Amount of lost interest 
is large. (2) Much more labor for ac- 
counting is necessary as well as more 
office equipment. (3) Frequently there 

(Continued on Page Sixty-five) 
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Raising 


CHICKS 


Surest Easiest 
Cheapest . 


4 


With 
Doughboy Chick Starter Mash 


YEAST FOAM in Doughboy Chick 
Starter mash lowers the mortality and 
increases the growth of chicks. As a 
preventative of coccidiosis and a stimu- 
lent to excellent health, Yeast Foam has 
proved superior and effective. Your 
poultrymen will appreciate the results 
they obtain from Doughboy Chick Starter 
mash and will be convinced that they 
should continue on Doughboy poultry 
feeds throughout the entire season. 


“Look for the Soldier on Every Sack’’ 


NEW RICHMOND, WIS. 


R. L. HERRICK M. H. HERRICK 


100% FOR 
THE DEALERS 


HERRICK 
FEED 
CO. 


Phones 


135 
118 


HARVARD 


Phones 


135, 
118 


ILLINOIS 


WHOLESALE 
GRAIN & FEED SHIPPERS 


R. L. HERRICK, Jr. J. M. HERRICK 


New Richmond Roller Mills Co. 


THE 
BURTON 
MIXER 


has been sold _ to 
hundreds of eleva- 
tor and feed com- 
panies throughout 
the feeding states 
and we have never 
heard of one which 
failed to make its 
owner a profit. 


Invented by 
a practi- 
cal feed man- 
ufacturer, it 
embodies such 
important de- 
tails as exact- 
ly correct 
speed of con- 
veyor, proper 
relation of baffle plates to mixing trough, loads” 
and empties from same end, uses a minimum 
of power and requires very little floor space. 


If you are thinking of installing a profitable 
mixing department, or considering replacement 
of your present equipment, write for our illus- 
trated bulletin, prices and terms. 


BURTON FEED & MIXER Co. 


DETROIT MICHIGAN 
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Ohio Dealers Are Optimistic 
Despite Economic Trials 


(Continued from Page Thirteen) 


for you. Goods well displayed are half 
sold.” 
A Tool Well Used 
Mr. Carpenter called attention to a 


dealer who obtained many new summer 
feeder customers by placing a heap of 
grass weighing 250 pounds in the path- 
way leading from his mill into the of- 
fice. Many farmers passed this point 
daily. Printed in bold letters on a card 
near the heap of grass was a sign read- 
ing “This Is the Amount of Grass Your 
Cow Must Eat Every Vay to Keep 
Up Her Body Weight and Milk Pro- 
duction.” Further instructions told the 
farmer that it was necessary to use a 
grain ration on pasture to obtain pro- 
fit during the summer. The idea won 
dozens of new customers and boosted 
the’ feed sales tremendously. 

“That’s what I mean by using the 
tools about you,” said Mr. Carpenter. 
“It’s good merchandising.” 

Fred Sale, secretary of the Indiana 
Grain Dealers association, extended the 
cooperation of his organization and the 
National Hay association to the Ohio- 
ans in a short talk following Mr. Car- 
penter’s address. Carl Sims, Sims Mill- 
ing Co., Frankfort, Ind. who was 
scheduled to speak on “The Millers 
Problems” was unable to be present at 
the convention. 

Dealers Take Boat Ride 

In the evening many of the dealers 
boarded the steamer Greyhound and en- 
joyed a trip down. the Maumee river 
to Lake Erie and back. Tickets were 
furnished free to all delegates. Sev- 
eral of the younger dealers enjoyed 
themselves dancing on the boat while 
the oldtimers sat on deck and discussed 
bygone days. 

Thursday morning’s session opened 
with a discussion on the factors re- 
lating to the grading of grain by H. F. 
Prue, supervisor, Federal Grain De- 
partment. 

L. J. Thomas, Midwest Laboratories 
Co., Columbus, pointed out the import- 
ance of chemistry and science to the 
modern feed dealer, miller and manu- 
facturer in his address which followed. 

“Farming like business,’ said Mr. 
Thomas, “is turning toward mergers and 
the farmer is becoming a business man. 
He is asking for facts. We now have 
the scientific feeder. He 1s locking for 
maximum returns and he is buying the 
feeds that will produce the results. He 
is not going to look with favor upon 
products loaded with fiber, indigestible 
products and other elements. These sci- 
entific feeders are going to be more nu- 
merous in the future and feed manufac- 
turers will be compelled to use labora- 
tories to satisfy them.” 

Weed Problem Serious 

In his address which followed F. R. 
Moorman, sales manager, Warren-Teed 
Seed Co., Chicago, called attention to 
the terrific losses farmers of this coun- 


try were annually suffering from weeds. 
He pointed out that each farmer in 
Ohio lost $244 and that in Indiana the 
ioss was $210 per farm. Mr. Moorman 
attributed the heavy weed loss to the 
planting of impure seeds and requested 
the dealers to cooperate in solving the 
problem by handling only clean, tested 
seeds and educating the farmer to plant 
them. 

“Get the facts about the weed loss 
to the farmer forcibly and often,’ he 
advised. “Be more than a merchant 
and a trader. Be of service to your 
customers. The farmer wouldn’t take a 
medicine if he knew it contained poi- 
son; neither should he plant seeds with 
weeds in them.” 

The progress of transportation from 
the pioneer stages to the present was 
reviewed by Allen Rogers, New York 
Central railway, in a brief talk which 
followed. J. A. Chisholm, McKean, 
Pa. spoke on the cash basis, giving 
the results of a survey made among 19 
feed stores. His address is published 
elsewhere in this issue of The Feed 
Bag. 


FRED KRUEGER, manager of feed 
sales of the Pillsbury Flour Mills Co., 
Buffalo, attended the graduation exer- 
cises at the West Point Military acad- 
emy, where his son is a senior in the 
cadet corps. 


JOSEPH SELLS, Shedden, Ont., 
was injured seriously whilesat work in 
his feed mill recently. While trying 
to put a belt on a grinder, Mr. Sells 
was struck in the head by a crow bar 
which had become entangled in the 
machinery. He was taken to the Me- 
morial hospital in St. Thomas for sev- 
eral days’ confinement. 


HORSE RACES 

Horse racing has been the sport of 
kings for many generations but it was 
very new to four feed trade men who 
picked four out of six winners at 
Churchill Downs, Louisville, Ky., one 
afternoon in May. The men who did 
the picking were G. E. Hillier, Penick 
& Ford, Ltd., Inc., Cedar Rapids, Ia.; 
C. N. Barrett, Northrup, King & Co., 
Minneapolis; L .C. Lord, Early & 
Daniel Co., Cincinnati, and David K. 
Steenbergh, The Feed Bag, Milwaukee. 
The winning horses were! Royal Sport, 
paying $8.34 for a $2.00 ticket; Red 
Likker, paying $8.46; Miss Bess, pay- 
ing $17.08 and Belgium, paying $8.76. 


New Richmond, Wausau Clubs 
Hold District Meetings 


New Richmond District Dealers 
club of the Central Retail Feed 
association was completed at a meet- 
ing of the group held in the Hotel 
Beebe, New Richmond, Wis., June 5. 
Joe Huenink, Equity Produce Co., 
Baldwin, was elected president for the 
ensuing year and John Vrieze, Wood- 
ville Elevator Co., Woodville, secretary 
and treasurer. 

More than 40 dealers attended the 
meeting which was addressed by Tom 
McNally, local humorist, and presided 
over by E. H. Sather, New Richmond 
Roller Mills, New Richmond. 

L. J. Hartzheim, Beaver Dam, presi- 
dent of the Central Retail Feed asso- 
ciation and David K. Steenbergh, Mil- 
waukee, secretary, invited the dealers 
to the organization’s convention which 
was held at Milwaukee, June 16 and 17. 
President Hartzheim also suggested sul- 
phur as a means of keeping rats away 
from feed bags and out of the ware- 
houses. He sprinkles sulphur along the 
creases as he piles the bags and says 
he has found its use a very effective 
preventive against torn sacks. 

F. Kern, Sparta, Wis., director of the 
Central Retail Feed association, and one 
of his fellow directors, D. W. McKer- 
cher, Wisconsin Rapids, told a few 
stories, discussed organization work and 
took part in the general discussion 
which concluded the meeting program. 

The status of the farmers union was 
given considerable attention in the gen- 


organization of the 
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eral discussion and several dealers an- 
swered a question about what to do 
with farmers who do not want to feed 
when eggs are cheap. One suggested 


-that the objecting farmer be told to 


seize the opportunity as a time to cull 
his poor hens who are not laying and 
continue feeding the others for good 
production. Another suggested answer 
was that it takes some feed just to main- 
tain a hen and that the sale of extra 
eggs obtained when a bird is fed for 
production, as compared with mainten- 
ance, will more than pay for the extra 
feed in spite of present cheap prices 
for eggs. 


AN O’LEARY, Wausau _hatch- 
ery, Wausau, Wis., was the prin- 
cipal speaker at a meeting of 
the Wausau District Dealers club of 
the Central Retail Feed association held 
at the Schroeder hotel, Wausau, June 4. 


Two dozen dealers enjoyed the good 
chicken dinner and heard! Mr. O’Leary 
trace the development of the chicken 
industry and advise them as to how to 
sell more poultry feed. “The poultry 
industry is the sixth largest in the na- 
tion, having grown from thirteenth in 
the last few years,” he said, “and the 
growth of the commercial feed indus- 
try has been in the same proportion. 
It will continue to grow and so will 
the commercial poultry feed business of 
those who sell the poultryman on the 
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Encourage Dairymen 


To feed their Home Grown Grains. 


and mix with 


b2% 
A-C Dairy 
Balancer 


A high protein 


WISCONSIN ILIN MILLING CO. Z 


= 
MENOMONIE. WIS 


concentrate of 
first quality. 


Our Specialty 


Split Cars—Poultry, Dairy and Mill 
Feeds with FLOUR — quick service. 


No trouble to quote prices. 


Wisconsin Milling Company 
MENOMONIE, WIS. 


When in the market ler 


Brewers Dried Grains 


(Crown and Hiquality Brands) 


Write or phone for prices 
which are now attractive 


Also at your service when in need of 


Mill Feeds, Gluten Feed, 
Chicken Wheat, Corn 
and Oats 


DONAHUE-STRATTON COMPANY 


Brokers for 
CLINTON CORN GLUTEN—CORN GLUTEN MEAL and 
CORN OIL CAKE MEAL 


Operating Elevators at 
MILWAUKEE—CHICAGO—PORTLAND, ME. 
ST. JOSEPH, MO.—DEPOT HARBOR, ONT. 


Feed Grinder. the ideal ‘all 
purpose” grinder for mill or elevator when 
call kinds of materials are to be ground. 


1094 Tenth Ave. S. E. 


The Jacobson Universal 


Money talks—and then some—most of us 
have heard it shout. UNIVERSAL’S lower operation 
cost, greater production, modern efficiency, and ease of 
handling are just a few of the reasons why your profits 
will be greater with a UNIVERSAL Feed Grinder. We 
urge you to give UNIVERSAL the best kind of com- 
petition under your own supervision. Learn the facts 
about feed grinders, without any obligation whatsoever. 
The booklet is yours for the asking. 


This Valuable Booklet Is Yours 


No matter what make of feed grinder you 
are now operating or ever intend to operate, 
you will find the booklet pictured on the 
right a valuable addition to your library. 
Prepared by experienced engineers and writ- 
ten in nontechnical, every day language, it 
paves the road to greater cash returns and 
lower grinding costs. We wiil be glad to 
send you a copy without cost and, of course, 
there isnoobligation. Dropus a line today. 


A.E. Jacobson Machine Works, Inc. 


Minneapolis, Minn. 
Kipp-Kelly, Ltd., Winnipeg, Man., Canadian Representative 
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WE SELL DEALERS ONLY 


Queen Wheat Feed 


is a Pure 
Wheat offal 
and is man- 
ufactured 
in our own 
mills. Can 
furnish 
Queen in 
straight or 
mixed cars 
with Che- 
rokee Pure 
Bran and 


Cherokee 
Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
MINNEAPOLIS, MINNESOTA 


= WHEAT FEED 
Wheat Low Grade Flour, Red Dog, Middlings 
Bran, Screenings not exceeding mill run — 
— CRUDE PROTEIN 15.7% = 
CRUDE FAT - - 4.6% 
CRUDE FIBRE - - 83% — 
ST. PAUL, MINN. ——— 


<—- Office 315 Corn Exchange 
\ MINNEAPOLIS, MINN. 
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Central Convention Attended 
By 415 Feed Men 


(Continued from Page Nine) 
convention. It was also resolved to ap- 
point a committee of the Central as- 
sociation to confer with hatcherymen 
and to arrive at some understanding rel- 
ative to the selling of feed by hatch- 
eries. 

Winners of attendance prizes at the 
Monday afternoon session were Wal- 
ter Uebele, Burlington Feed Co., Bur- 
lington; E. O. Neff, Randolph, and Ed- 
ward Sippl, Cooperative Farmers Pro- 
duce Co.,- Marathon. 

Grimes Talks at Banquet 

Alf previous attendance records were 
shattered at the annual banquet which 
was held in the Silver ballroom of the 
Schroeder hotel Monday evening. More 
than 367 feed men and ladies were pres- 
ent. The flood of silver light, the pop- 
ping and whizzing of balloons in mid 
air, lively music, and the varied and 
amusing entertainment, gave color and 
zest to the event. John Jouno, Dona- 
hue-Stratton Co., Milwaukee, was in 
charge of the entertainment which was 
furnished by the Milwaukee Chamber of 
Commerce. 

Addressing the largest crowd ever as- 

sembled in the feed industry, J. Frank 
Grimes, president of the Independent 
Grocers Alliance, Chicago, presented 
forceful and pertinent facts about the 
chain store and its effect on American 
business. 
- He declared that chains were to a 
large extent responsible for the present 
unemployment situation because they 
eliminated thousands of jobs which 
were provided under the independent 
plan of operation. He told how the 
centralized buying plan of the chains 
put thousands of salesmen and other 
employees out of work which in turn 
affected the business of other industries. 
He estimated that at least 800,000 for- 
mer jobs had been eliminated by the 
chain stores. 

Small Towns Important 

Mr. Grimes pointed out the import- 
ance of preserving the small town and 
the independent merchant who operates 
in it. He explained how the economic 
network of the country was based on 
the smaller community centers and 
said that anything which occurred to 
retard the small towns would affect the 
larger cities and the entire country. 

“Tf all of the retail merchants were 
part of a chain system,” declared Mr. 
Grimes, “money would’ flow out of the 
town. Then where would you get the 
funds to pay for schools, for hospitals, 
for roads? America will soon be in 
a sorry plight, indeed, if the chain sys- 
tem is allowed to grow.” 

Mr. Grimes advised the independent 
feed dealers to work closely together 
in fighting the chain and to take advan- 
tage of every opportunity to learn and 
apply new and modern methods of mer- 
chandising. “No individual retailer has 


power of himself, but by cooperating 
with others he can exert a force toward 
preserving the welfare and prosperity 
cf his business,” he said. 

In an interview following his address, 
Mr. Grimes emphasized the seriousness 
of the chain store situation by point- 
ing out that the A. & P. grocery chain 
had increased its sales from $37,000 to 
$75,000 per store within the past six 
years and that the chain drug stores 
had mounted from $36,000 to $93,000 
per unit for the same period. He 
warned that unless the independent 
merchant took steps to maintain his 
position in the country by cooperating 
with his fellow dealers in curbing the 
chain and beating it at its own game, 
America was headed for economic dis- 
aster. 

Tuesday morning’s session of the con- 
vention opened with the election of of- 
ficers. Don Mihills, National Food 
Co., Fond du Lac, chairman of the 
nominating committee, announced the 
slate which was unanimously elected by 
the dealers. The floor was then turned 
over to the Busy Dealers’ Feeding 
School which is reported elsewhere in 
detail in this issue of The Feed Bag. 
Following the school session, D. W. 
McKercher, McKercher Milling Co., 
Wisconsin Rapids, chairman, read the 
resolutions drafted by his committee. 

Hayden Lauds Cash Basis 

Perry M. Hayden, the Wm. Hayden 
Milling Co., Tecumseh, Mich., a cash 
basis pioneer and leader, gave a brief 
talk, describing the progress which has 
been made with the plan by dealers in 
the state. He declared that he was so 
enthused over the success of the cash 
basis in his own firm that he felt every 
feed man should adopt it. He reported 
that by July 1 at least 80 per cent of 
the Michigan dealers would be selling 
for cash. Mr. Hayden made it a spe- 
cial point to be present at the conven- 
tion to bring the good word of the cash 
basis from his state to the delegates. 

Attendance prizes at the Tuesday 
morning session were won by Henry 
Perry, Knauf & Tesch Co., Maplewood; 
G. W. Spear, Wyocena Farmers’ Coop- 
erative Co., Wyocena, and Ws D. Flem- 
ming, Cooperative Manager and Far- 
mer, Minneapolis. 

The surprise party, awaited with 
much interest by those who attended 
the convention, proved to be more than 
expected, and all who attended reported 
a pleasant and enjoyable time. The Val 
Blatz Brewing Co. was a generous host 
and distributed souvenir knives as well 
as serving luncheon and refreshments. 

Ladies who attended the convention 
enjoyed a special program of entertain- 
ment.- Mrs. John Jouno, hostess, di- 
rected the activities. 

The ladies were guests of the Minne- 
apolis Chamber of Commerce at a thea- 
ter party Monday afternoon. In the 
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Walter Haertel 


Mr. Haertel, The Haertel Co., Minneapolis, 
is the new vice president of the Central Re- 
tail Feed association. 


evening they joined the dealers at the 
annual banquet and dance. A _ special 
luncheon with the compliments of the 
Milwaukee Chamber of Commerce was 
held Tuesday noon and was followed 
by a sight-seeing tour of the city, ar- 
ranged through the courtesy of the Min- 
neapolis chamber. More! than 20 ladies 
were present at the convention. 


Central Association Closes 
Successful Year 


(Continued from Page Fifty-two) 


zation and the feed industry rather 
than in the few dollars commission 
which the association can afford to pay. 


We believe that new members should 
be sold on the basis of pledging them- 
selves to. remain as members for three 
full years. The turnover of member- 
ship in the association has been too 
high but was not as great during the 
past year as in previous years. ‘The 
state legislature will meet again this 
year and we must watch its activities as 
well as the federal political situation. 
All persons and firms in the feed in- 
dustry should be admitted to member- 
ship as all are standing on common 
ground and what will help one indi- 
vidual or one group will help all indi- 
viduals and all groups. 

Your secretary appreciates the oppor- 
tunity he has had to work with and for 
all of you during the past year. Do 
not hesitate to call if we can be 


of any help to you at any time during 
the year. 


R. H. BLISS, Oconomowoc, Wis., 
has purchased the stock and business 
of the Sunshine Feed store and will 
continue the business under the firm 
name of R. H. Bliss Feed Co. The 
firm will specialize in feed grinding. 
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Here is a high protein growing 
mash which is low enough in price 
to be popular with poultry raisers, 
and so efficient that it brings repeat 


business to dealers. Ask about it. 


Northrup, King & Co.’s 


STERLING 
GROWING MASH 


With Dried Buttermilk and Cod Liver Oil 


Northrup, King & Co., Feeds and Seeds, Minneapolis, Minn. 


The Home of 


BADGER BRAND 


SELECTED SEEDS 
and SEED CORN 


1865 .. . 1930 


L. TEWELES SEED CO. 


MILWAUKEE, WIS. 


“Perfection 
in Feed 
Grinding 


Equip- 
ment,”’ 


says one 


user. 


A 24-INCH MONARCH 
GRINDS 3 TONS OF EGG 
| MASH PER HOUR 


At a cost of only 60 cents per ton Bancroft Elevator Co. 
are grinding ton after ton of egg mash at the rate of three 


tons per hour on their 


Monarch Ball Bearing 
Attrition Mill With 


Pneumatic Products Collector 


They also ground 4570 pounds of corn, oats and barley in 
thirty minutes in a recent test. Here is what they say 
about their mill: “It has helped us get new customers and 
satisfy our old ones.’’ If you are having trouble meeting 
competition or want to reduce grinding costs, get the de- 
tails of this, the Monarch Attrition Mill with air collector. 


Ask for Catalog ID. 
SPROUT, WALDRON & CO. 


Box 316, MUNCY, PA. 


Kansas City Office: _ 
612 New England Building 


Chicago Office: 
9 S. Clinton St. 


FLOUR AND FEED MILL MACHINERY 
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Dealers Asked 


to Cooperate 


In Establishing Code 


(Continued from Page Seventeen) 
in to buy. The sellers of the raw ma- 
terial see the situation, and gradually 
work prices a little higher until a few 
become panicky and we have the an- 
nual fall advance in all kinds of raw 
material prices. 

Prices of the finished product advance 
accordingly and the salesman comes 
back and shows the dealer what a mar- 
velous buy he made. Meanwhile, the 
distributor has been busy selling the 
consumer on the same basis as_ he 
bought. He passes the good news 
along and everything is lovely. If con- 
ditions in the dairy industry, for ex- 
ample, are favorable, and there is a 
large consumption of feed, it is pos- 
sible, as has happened, that raw ma- 
terial supplies remain at these artificial 
levels. Wishing to take care of those 
who didn’t buy early, the distributor 
sells his supply on a basis of cost in- 
stead of replacement. He speculates in- 
stead of merchandises. If, on the other 
hand, the fundamental situation of the 
finished farm product is not such as to 
warrant the advanced prices, the con- 
sumer does not feed, as expected, and 
we have the December-January decline. 

Customer Pays the Bill 

If the distributor who bought, mer- 
chandises his purchase at the advance 
price, as he should, some customer is 
paying this artificial price during the 
fall. If he does not sell his merchandise 
on the advance price, and conditions 
warrant a continued level of high prices, 
the distributor who speculated instead 
of merchandised, will finaily have to re- 
place his purchase and cover his sales 
with high priced material. Supply and 
demand finally determine values. Arti- 
ficial levels cannot be maintained. The 
customer, under such a marketing sit- 
uation, pays always. If he pays too 
much for his raw material, there is less 
net profit between his feed cost and 
that of his finished product. He buys 
less. Because his profit is less, he must 
restrict the purchase of other things. 
Business is generally retarded. The 
whole program promotes. disorderly 
marketing and all attendant evils. 

Sound merchandising is the answer to 
the success of the feed merchant and 
the feed manufacturer. The purpose of 
the adoption of this resolution by feed 
manufacturers, the purpose of your as- 
sociation is to promote better merchan- 
dising. 

Merchandise, Don’t Speculate 

Get a new viewpoint of your business. 
If it is necessary, put it on a higher 
plane; become a feed merchant render- 
ing a sound service instead of a feed 
speculator. If ‘you merchandise feed, 
you will, when you buy it, look at your 
purchase from an entirely different 
angle. You will buy that quantity and 
quality of goods that in, your judgment 
can be profitably and soundly merchan- 


dised. You will not be concerned so 
much with the price as you will with 
the result that the product you buy is 
going to give and what the demand is 
going to be for that commodity. When 
you merchandise your feed, you will 
sell it on a basis of replacement and 
not on a basis of cost. You will follow 
the market on finished products and 
raw materials up and down. You will, 
when you make a profitable purchase, 
take your profit. Because you have 
taken a profit, you will be in position 
to follow the market down in case of 
decline and take your loss. The law 
of averages will work out and at the 
end of the year you will have made 
more money because you will have sold 
more goods. You will have sold more 
goods because ‘your prices will always 
have been fair. You will have reduced 
your overhead, and increased your turn- 
over. You will have bought less at a 
time but more often. By reducing the 
size and increasing the number of your 
purchases, you will have better average 
prices. You will have avoided mis- 
understandings and obligations with and 
to the people from whom you buy. You 
can demand and will! get better service. 
You will buy equal qualities for less 
money. Your customers will be per- 
manent. 
Quote on Current Basis 

Follow the markets up and down on 
each and every manufactured and un- 
finished product, to the end that the 
final consumer will buy that product 
on the basis of the market on the day 
he buys it. Such a practice, properly 
exercised, can easily be developed to 
the point where it becomes the pre- 
dominant good trade practice of the 


industry. Base your selling prices on 
the weekly quotation cards you _ re- 
ceive. 


It is practically an impossible thing 
for any one to anticipate in June what 
conditions of any agricultural industry 
are going to be in December. Because 
they can’t anticipate those conditions, 
isn’t it a ridiculous practice to attempt 
to buy products for sale so far ahead? 

This winter The Feed Bag got out a 
chart. It showed the market changes in 
various raw materials that are sold as 
such and are used in making feed. The 
trend of one commodity, cil meal, is 
shown. Above, on this chart, is the 
average retail price of oil meal obtained 
by securing prices from over 50 re- 
tail stores located in one state. Was 
this product merchandised? Who paid 
except the consumer? 

Long Term Contracts 

Every dealer in feed or grain knows 
that a short sale is usually a high priced 
one. A sale that is made and the ma- 
terial purchased will have to be deliv- 
ered in full or some one will have to 
take a loss sooner or later if that sale 
is not protected. The loss may come in 
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the raw material not made into feed, 
because of undelivered contracts for 
which purchased material must be 
thrown on the market and unloaded. 
This very fact alone is the reason for 
some of the violent fluctuations of raw 
material that take place in the indus- 
try during the course of a year. It is 
just another of the evils that.the sound 
merchandising retailer would like to 
eliminate. It is one of the evils that 
the manufacturer, wishing to merchan- 
dise his product, would like to elimin- 
ate. Analyzing it any way one wishes, 
there is only one man that has to pay 
for these losses sooner or later, and 
that is the final consumer of feed. 
What Can Dealers Do? 

What can you, as retail dealers 
distributors of feed do about the sit- 
uation? You can do everything about 
it. As a feed distributor in your com- 
munity you owe a great responsibility 
to your customers. You are, in a way, 
the purchasing agent for the livestock 
interests of your community. If you 
are to fill that place in the best pos- 
sible way you are going to handle your 
purchases and their distribution in the 
most economical way for those custom- 
ers. Merchandising, and not specula- 
tion, will do it. 

You will decide what your code of 
ethics is to be and what particular trade 
practices you will exercise and improve 
and strengthen. There are three things 
you should incorporate in your code, 
however, to correct the situation that 
has been discussed. 


1. Sell to your customers not to ex- 
ceed a 60-day period and beyond that 
time, for a limited period, educate them 
to pay you a_ reasonable carrying 
charge. 


2. Do not sell any feed materials 
with the price guaranteed against de- 
cline. 


3. Adopt the principle of selling your 
feed products on a replacement basis at 
all times. 

If you will incorporate these rules, 
and to the best of, your individual abil- 
ity adhere to them, you will not be 
interested in speculation at the cost of 
your customer. 


and 


THOMPSON MILLING CO. plant, 
Lockport, N. Y., is expected to resume 
operations within the next month. A 
controlling interest in the business has 
been acquired by Charles E. Dickin- 
son who also is owner of the Middle- 
port (N. Y.) Flour Mills. The latter 
plant has been producing Thompson 
brands for some time past. Major 
Howe, for ten years superintendent of 
the Hecker-Jones-Jewell Milling Co. 
plant at Buffalo, is ‘preparing the 
Thompson mill for operations and will 
be in charge. 


VERNOR LAWRENCE mill, Her- 
mon, N. Y., was recently destroyed by 
fire with a loss of $30,000. Other prop- 
erty included in Mr. Lawrence’s de- 
velopment was also burned. Loss is 
largely covered by insurance. 
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Dairy, Feed Industry Facing 
Period of Readjustment 


(Continued from Page Fifty-five) 
assumed considerable proportions espec- 
ially in some sections of the country. 
Because of the low operating cost of 
these associations you may find it nec- 
essary to adopt new methods of retail 
distribution in order to meet this com- 
petition. One of the strong points of 
these associations is their cooperation 
with the farmers. As an example of 
this sort of cooperation, I shall mention 
the sponsoring of the soy bean industry 
in the midwest. 

It seems to me as an interested ob- 
server looking on from the side lines, 
that the feed industry should provide 
a market for the products of the grain 
farmer and in turn the farmer should 
provide an outlet for the mixed rations 
of the feed industry. 

The feed manufacturer and the feed 
control officials have certain problems 
of mutual interest. I know that you 
are vitally interested in the work of the 
association which I represent here to- 
day. According to the constitutions of 
our respective associations, we are work- 
ing together for the accomplishment of 
a common object, namely that of uni- 
formity of feed laws and rules and reg- 
ulations relating to the same. At the 
present time fair uniformity exists in 
feed laws with respect to concentrates 


and mixed feeds containing no low 
grade materials. 

There are several states which have 
special provisions with respect to the 
use of materials having a low feeding 
value. The greatest lack of uniformity 
appears to be in regard to this class 
of feeds. There is, however, general 
uniformity with respect to materials 
which are altogether prohibited, in 
states which have such provisions. We 
have already obtained the general adop- 
tion of uniform registration blanks and 
21 uniform rules and regulations. This 
year we are investigating the sizes of 
labels and sizes of type in common use 
as well as the, requirements of different 
state laws where such provisions exist. 
We hope eventually to secure greater 
uniformity in the matter of labels. 

If some uniform method of assessing 
registration and inspection fees could be 
found, it would be one of the greatest 
things that could be accomplished for 
the industry but I doubt if there is 
anyone so bold as to suggest what such 
methods should be. I presume that any 
state would hesitate to give up the 
method already adopted. Possibly no 
single method would satisfy require- 
ments in all states. We must recognize 
the principal of state rights in this mat- 
ter. 


A problem which was called to the 
attention of the mineral feed committee 
at our last annual convention was the 
necessity of more clearly differentiating 
between ordinary mixed feeds, mineral 
feeds, tonics and medicinals. 


The question of definition of new pro- 
ducts and the revision of existing defi- 
nitions on account of changes in the 
process of manufacture is ever before 
us. Special committees have been ap- 
pointed to study alfalfa products, dried 
and semi-solid buttermilk, cod liver oil, 
mill feeds, screenings, corn chops and 
related products, malt grains, gluten 
feed and meal, fish meal, table scrap 
meal, accuracy of sampling and prepara- 
tion of samples for analysis and com- 
mon English terms of ingredients. 


I wish to express our appreciation of 
the fine spirit of cooperation that manu- 
facturers and millers have always shown 
towards the members of our association, 
serving on special committees. With- 
out your cooperation in giving our com- 
mittees access to your mills and plants, 
they would be seriously handicapped in 
obtaining information essential to an ac- 
curate understanding of the problems 
being studied. 


E. F. MORRIS recently became as- 
sociated with the Brooks Milling Co., 
Minneapolis, as sales manager. He has 
had many years of experience in the 
feed business and until recently was 
manager of the commercial feed de- 
partment of the Washburn Crosby Co. 


Fans 
Dust Collectors 
Elevators 
Bins 
Spouting 
and 


L. 


1199 Burnham St. 


Sheet Metal Work 


MILWAUKEE, WIS. 


Write 
for 
Prices 
and 


Information 


----for almost half 


a century---- 


BVERY time you sell a sack 
of flour it should do at 
least three things for you. Give 
you a fair profit; satisfy your 
customer; and with the future 
in mind, make it possible to 
sell another sack to the same 
customer. 

It takes a good flour to do those 
things. OCCIDENT is that 
kind of flour. Dealers have 
been selling OCCIDENT that 
way for nearly half a century. 


OCCIDENT FEEDS 


Occident Hard Wheat Bran 
Occident Wheat Mixed Feed 


an 

Alta Hard Wheat Middlings 

FREE FROM SCREENINGS 
HIGH IN PROTEIN 


RUSSELL-MILLER MILLING CO. 


General Offices 
MINNEAPOLIS, MINN. 


HCcmENT FLOUR 


BURMEISTER CO. | 
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New Richmond, Wausau 
Hold Group Meetings 


(Continued from Page Fifty-nine) 


basis of his individual needs considering 
flock and conditions.” 

Mr. O’Leary urged the dealers to go 
out in their territories and really serve 
their feeders so as to be sure they are 
making money with the feeds they buy. 
When things go wrong the farmer usu- 
ally blames the feed and he will always 
do so until and except where dealers 
are able to go right into the farmers’ 
yards and poultry houses and tell them 
what is wrong and how to correct the 
faults. 

H. H. Humphrey, Northern Milling 
Co., Wausau, was chairman of the meet- 
ing, and other speakers included L. J. 
Hartzheim, Beaver Dam, president of 
the Central Retail Feed association; 
David K. Steenbergh, Milwaukee, sec- 
retary; F. Kern, Sparta, and D. W. Mc- 
Kercher, Wisconsin Rapids, directors. 

Herman Stuemke, Merrill Elevator 
Co., Merrill, described his experiences 
in getting together with his competitor 
in the Central Retail Feed association 
and said he considered the organization 
very worthwhile and worth much more 
than the required $10 per year fee. H. 
O. Fitch, Wisconsin Rapids, led the 
gathering in a few songs. 


Credit Plan Too Costly; 
Sell Feed for Cash 


(Continued from Page Fifty-seven) 


are large collection fees as well as bad 
debts. (4) Total costs of doing busi- 
ness are increased. (5) Gross margins 
are raised and the cash men help to 
carry the cost of credit. 

On the other hand, what are the ad- 
vantages of a cash business? (1) A 
smaller amount of capital is required 
which results in less interest on the in- 
vestment. (2) Working capital is usu- 
ally available and less interest is paid 
on borrowed money. (3) Much less of- 
fice work and labor are required to care 
for the accounts as well as less equip- 
ment. (4) There are no bad debts. (5) 
Total costs are less. (6) Gross mar- 
gins are less and feed is sold at a lower 
price. 


PRAIRIE MILL, River Falls, Wis., 
an old landmark of the community, was 
destroyed by fire June 3. The build- 
ing was owned by Colton Whitcomb, 
who had leased it to John Hunter. The 
loss was partially covered by insur- 
ance. 


SOYBEAN MEN ADOPT CODE 

Members of The National Soybean 
Oil Manufacturers association adopted 
a declaration of organization and a code 
of trade practices at a recent meet- 
ing. The code is intended to eliminate 
unfair trade practices and place the in- 
dustry on a more stable basis. Several 
standing committees to direct the ac- 
tivities of the association were also ap- 
pointed. 


TELEPHONE RANDOLPH 1547 


PREFERRED! 


Every bag guaranteed. Registered and 
licensed in compliance with FEEDING 
STUFF LAWS in every state in which sold— 
protecting manufacturer and dealer when 
resold and shipped with other products. 


“YANKEE” “BUTTERFLY” 


DRIED BUTTERMILK DRIED SKIMMED MILK 


EQUIPMENT {im 
INSPECTION 


FEED FORMULAS 
ADVERTISING 


S. T. EDWARDS & Co., INC. 


FEED SYSTEM ENGINEERS 
FEED MILL MACHINERY FEED FORMULAS 


110 N. FRANKLIN ST CHICAGO, ILL. 


POULTRY—DAIRY—HOG—HORSE 
STOCK FEEDS 


WRITE FOR QUOTATIONS 


KASCO MILLS, Inc. 


Waverly, N. Y. Toledo, Ohio 


Cottonseed Meal 


ALL GRADES 
Arrival Drafts 


Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


<a} ‘*All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


J. C. HUBINGER BROS. CO., Keokuk, Gluten Post 
CRAIG & COMPANY, Philadelphia, Blackstrav Molasses 
MUTUAL RENDER ING CO., Philadelphia, Pa....................0.-5 Meat Scrap 
OYSTER SHELL PRODUCTS CO., Ph hiladelphia, Oyster Shells 
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MYLES 
LOUISIANA SALT 


**Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


(4 


ICOLLET 
HOTEL 


“At the Gateway” 
of 
Minneapolis 
NICOLLET -WASHINGTON 
HENNEPIN AVENUES 
—600— 


First Class Rooms 
AND 


Three Restaurants 
at MODERATE RATES 


Excellent Food 

Courteous Service 
Central Location 
WwW. B. CLARK, MANAGER 

Home of W CC O Studios 
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Poultry Expert Explains 
Use of Minerals 


(Continued from Page Fourteen) 
been reported in chickens of the north- 


west goiter region. From work with 
other species we have reason to believe 
that additional iodine would probably 
have prevented this condition. Whether 
the hens in this instance would have 
produced more eggs remains an open 
question. The report is that their pro- 
duction was normal. Unless or until we 
have evidence that the addition of small 
amounts of these minerals prove bene- 
ficial, I personally question the advis- 
ability of using them. 
Care, Management Important 

The kind and quality of minerals to 
use I leave with you. We do know that 
the factor of quality prevails in the min- 
eral field as well as in other feed stuffs. 
Not all bone products are suitable for 
feeding purposes. Likewise, while it is 
possible to use a limited amount of high 
fluorine rock phosphate in the ration of 
the bird it is an easy matter to add so 
much that trouble will follow. There 
are many products available or being 


made available on the market which 
serve as good sources of minerals. 

Minerals constitute but one of the 
vital factors involved in successful poul- 
try feeding. Beneficial results from 
mineral additions can only be expected 
when all the other essentials of poul- 
try nutrition, care, and management are 
properly executed. They will only serve 
that purpose for which nature intended 
them and will never take the place of 
vitamins, proteins, or anything else. 
Common sense, together with a little 
thought on the part of everyone con- 
cerned will go a long way in solving the 
mineral problem of the growing chick 
or laying hen. 


CASS CITY GRAIN CO., Sagi- 
naw, Mich., has merged with the Michi- 
gan Bean Co. Frank Merrick is presi- 
dent, Joseph Frutchey, secretary and 
general manager, and A. L. Reidel, sales 
manager. 


THE NEW TROY MILLS, Baroda, 
Mich., which recently purchased the H. 
K. Nold flour mill, is replacing the 
steam power with electric equipment. 


| 
| 
| Phone 


| “FOR BETTER SERVICE” 


Phone 
GENEVA § GENEVA 
7389 =e 7389 


HIAWATHA GRAIN COMPANY 
GRAIN MERCHANTS 
MINNEAPOLIS 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


BUSINESS GOOD 


for the Feed Millers that operate DIAMOND ATTRITION 
MILLS. Fast, Quality Grinding — Low Power Bills — 
Satisfied Customers — Steady Profits. 


Diamond Huller Co., Winona, Minn. 
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Ghe 


Grain 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


THIS LABEL IS A SYMBOL THAT 
STANDS FOR QUALITY IN FEEDS 


FEEDS 


Thousands of feeders demand feeds bear- 
ing this label as it guards their interests 
and increases their profits. 


Flory feeds are built to meet the nutri- 
tional requirements of the most exacting 
feeders of live stock and poultry. 


FLORY MILLING CO. INC. 


EST. SINCE 1853 BANGOR, PENNA. 


Deutsch & Sickert 
Company 


400-402 Chamber of Commerce, MILWAUKEE, WIS. 


REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 
40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 
Write for delivered prices 


Get our CORN and OAT Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 


Broadway 1674 


Immediate Shipment 


Bran-Middlings 
Oilmeal 


WIRE US 


> 
Budde Pad & 


MILWAUKEE, WIS. 


Straight and mixed cars of everything in feed. 
We can get it out in a hurry. 
Warehouse capacity over 2500 tons. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED BUSINESS FOR SALE 


Electric wpipont omg custom feed mill and good 
warehouse on railroad siding, in one of the best 
dairy sections in North Central Wisconsin. <A 
good proposition. Priced right. Write MLC-26 
c/o THE FEED BAG, 8&6 East Michigan street, 
Milwaukee, Wis. 


SALESMAN WANTED 


Salesman for Michigan wanted to sel! an es- 
tablished full line of dairy and poultr 2 
commission basis. Write MS-63, c/o 
BAG, 86 East Michigan street, 


FEED BUSINESS FOR SALE 


Good one man feed business for sale in Central 
Wisconsin. Electrical equipment, track hopper. 
Main street location. One man can handle it fine. 
Write WESTERN SUPPLY CO., Sparta, Wis. 


EQUIPMENT FOR SALE 

Grinding and mixing equipment for sale. 1-65 
HP Diesel Oil Engine. l-ton Mixer. 1-24" 
Sprout Waldron Grinder. 1 No. 0 Eureka Corn 
Cutter and Grader. 1 Cob Crusher. Scalper, 
Belt Tighteners, Scales, how Belting. Clutches 
and Shafting. This is a complete outfit, priced 
right and can be moved. Write GK-71, c/o 


THE FEED BAG, 86 East Michigan street, 


Milwaukee, Wis. 


FEEDS AND FEEDING 


Latest complete illustrated editions of Feeds 
and Feeding by Professors W Henry and 
F. B. Morrison and Commercial Feeds by W. H. 
Strowd for sale by The Feed Bag. Feeds and 
Feeding $4.50 per copy, Commercial Feeds $3.00 
per copy f.o.b. Milwaukee. Special price for 
one copy of Feeds and Feeding in combination 
with a one year subscription to The Feed Bag 
$5.50. Price for Commercial Feeds with The Feed 
Bag $4.00. Price for both books with The Feed 
Bag $7.50. Send check or money order with 
order to THE FEED BAG, 86 East Michigan 
street, Milwaukee, Wis. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


PECO BRAND 
| PEAT MOSS 


$1.55 per bale New Orleans carlots— 
shipment same day your order is 
received. Standard Bales — highest 
quality. For less than carlots ship- 
ment out of Milwaukee write or wire 


LA BUDDE FEED & GRAIN CO. 


MILWAUKEE, WIS. 


POSITION WANTED 


Salee manager, now employed by well-known 
manufacturer of established line high quality 
commercial mixed feeds, seeks permanent con- 
nection elsewhere. Thoroughly experienced; 
knows requirements and possibilities of all terri- 
tory east of Mississippi and north of Ohio and 
Big Sandy rivers. as following—can brin 
5,000 to 10,000 tons new business to intereste 
mill, depending upon served, 
etc. Write - c/o THE FEED BAG, 
86 East Michigan street, Milweuke., Wis. 


GEORGE RESSIGIE mill, Medina, 
N. Y., was destroyed by fire June 8. 
Mr. Ressigie founded the business soon 
after the Civil war. Fred Ingersoll pur- 
chased the mill four years ago. Fail- 
ure of the water supply in 1928 forced 
a suspension of operations. 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 


Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


E.J. KOPPELKAM CO. 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


FOR 


Corn Cutters 
Superior Batch Mixers 


Write 


MODERN ELEVATOR SUPPLY CO. 


MINNEAPOLIS, MINN. 
Complete Equipment for the Modern Feed Mill 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF. 


Mother’s Best Flour 


ancy 


Heavy Poultry Oats 
BULK or SACKED 
Ask for Samples and Prices 


J.F. Zahm & Co. *Siio” 


Specialists in Milling Wheat-Corn-Barley 


M.G. RANKIN & Co. 


GRAIN 


AND 


Chamber of Commerce 
MILWAUKEE, WIS. 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
1894 

PRINTERS 
LITHOGRAPHERS 
BINDERS 
344-346 MILWAUKEE. STREET © 
1076 WISCONSIN 
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Electro Magnets Prove 
Superior in Test 


Electro magnetic separators proved 
their superiority over the horseshoe 
type in a test recently conducted by 
Smith Brothers Velte & Co., Sunfield, 
Mich. The firm installed a new attri- 
tion mill about a year ago. When the 
installation was first made, a set of six 
ordinary horseshoe magnets was placed 
in the spout ahead of the mill to remove 
tramp iron from the grain passing into 
the grinder. One month !ater an elec- 
tro magnetic separator was_ installed 
midway between the horseshoe units 
and the mill spout. 

C. Lennon, manager, decided to make 
a test to discover whether any foreign 
particles would escape the horseshoes 
and be trapped by the electro unit. As 
a result of the test he found that out 
of a total of 70 pieces of metal only 20 
had been caught and held by the horse- 
shoe magnets while the electro mag- 
netic separator caught 50 pieces. The 
particles trapped varied from nails, 
tacks, and wire tag fasteners to quarter- 
inch bolts. The test convinced Mr. 
Lennon that electro magnetic separa- 
tors are in every way superior to horse- 
shoe magnets. 


VAN ROY MILLER, president, and 
W. J. Ray, sales manager, Nutrena 
Feed Mills, Inc., Kansas City, are en- 
joying a month’s tour of the West 
coast. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Millfeeds Screenings 
Powdered Skim Milk 
Oyster e 

Dried Butter Milk Bone Meal 

Linseed Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 


OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEF 


Get on our list. 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


Market letters and prices. 


Mixed Feeds Without Fish 
Meal Are Laggards in the 
Race for Increased Sales 


STRUVEN'S 


MEAL, 


STRUVEN’S FISH MEAL, 
made from the WHOLE Men- 
haden fish fresh from the Sea, 
will increase the efficiency—and 
therefore the popularity—of 
your feeds. 


The most successful manufac- 
turers are using it. 


We shall be glad to send you 
sample. 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 
Baltimore, Maryland 


CAMEL Mixed Fee x farmers and dealers of 


an important Eastern 


dairy state say, is the best and cheapest summer feed they ever used 


for cows on pasture. 


Today’s price on Camel is the lowest in its 


entire history. Wecan make instant shipment of straight cars. 


ZEBRA 


Special Middlings 
ZEBRAS make a rich slop for little pigs. 


They are rich in quality and their low cost 
makes them increasingly popular with the 


trade. 


EXCELSIOR MILLING CO., MINNEArct's: 


KREAMO 


SWEET DAIRY FEED 


16144% PROTEIN 


MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 
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Put Quality Into Your 
Poultry Feeds 


The up-to-date method of feeding poultry de- 
mands the greater use of cereal proteins with 
minerals. Purdue Agricultural Experiment 
Station (Bulletin No. 293) found Gluten Feed 
plus minerals superior to tankage for egg pro- 
duction, fertility and hatching results. 


Gluten Meal is recommended in U. S. Bulletin 
No. 1541 for use in a good broiler mash. 


(40% Protein, 4% Fiber) 


Puts Quality and Economy into your 
Poultry Feeds. 


Write for further information and samples to 


Penick & Ford Sales Co., Inc. 


Cedar Rapids, Iowa 


For real feeding value 


in your 


Chick Starter Mashes 


and 


Pig Meals 


use 


“HUNKY - DORY” 
Feeding Oatmeal 


MANUFACTURED BY 


THe HAERTEL CoMPANY 


604 CORN EXCHANGE BLDG. 


MINNEAPOLIS, MINN. 


corn or grain and fed in self-feeders. 


S. HOWES CO., INC., 


SIZER’S 


Patent 


FEED 
CUBER 


The famous English machine 


CATTLE, SHEEP AND HOG FEEDS 


in a handier, more economical, more appetizing form. 


Because the animals are forced to masticate cubes thoroughly they show remarkable gains. 
The feeding period is shortened, hence costs are reduced. Every penny invested in a cubed 
feed goes into added weight, there is no waste. No packing, spoiling or freezing. Cubes 
cannot sift through cracks nor be rooted over sides of bunks nor blown away. They can be 


fed on the ground or in bunks and self-feeders. One can feed them alone or mixed with 


Demonstration plant in daily operation at our works. Visitors welcome. 


SILVER CREEK, N. Y. 
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fold quality 


The F eed—tTrue Value Growing Mash has won, on its true value 
merits, thousands of loyal friends. They have come to know the unusual 
benefits that become their flocks by the consistent feeding of a mash based 
upon Dried Buttermilk, Cod Liver Oil and Cod Liver Meal. They have learned 


by experience that True Value Growing 
Mash makes all the pullets in the flock 
strong and vigorous. 


The Manufacturer— 
No feed is better than its maker. True 
Value Feeds are made from rigidly 
selected ingredients that come from 
reliable sources to comply with the 
most exacting requirements of the best 
feeders. They are sold guaranteed to 
give satisfaction. 


The Dealer—Each ana 
every one of the True Value dealers 
is selected because of his fitness to 
render a true service in the community 
he represents. The knowledge of his 
responsibilities helps him render True 
Value service. There are hundreds of 
them. Their integrity is as reliable as 
the feeds they sell. 


MANUFACTURED AND GUARANTEED BY 


Ladish Milling Co. 


MILWAUKEE, WIS. 


True Value 


REG U.S. PAT. OFF 


GROWING MASH 


WITH BUTTERMILK 


Ss. 
NET WHEN PACKED 


LADISH MILLING CO. 
MILWAUKEE, WIS. 


Our mixed car service is 
particularly helpful to 
dealers at this time. 
Complete assortments--- 
reasonable prices. 
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Mill Plant of the 
MIDAS MILLING COMPANY in 1923. 


Located onthe Old Site Represents 50 Years 
illing Progress. 


MIDAS MILLING Go. 


